Slavs  on  and  on 


Y«art  of  Mfvko,  {dm  accatoralod  tdonMIc  t«tH,  prov* 
tfiot  Mm  Anow  fM«h  won't  pool,  cMp,  crock,  forfo  or  cor* 
fodo  oodor  ovon  tovorott  condMonc  of  wooMtor  and  om. 


T»JtpHon*:  POmpton  loli«s  7-1820 
HASKELL.  NEW  JERSEY 


They  add  up  .  .  .  and  they  make  Sense 
.  .  .  the  keys  to  successful  BUSINESS! 


SHlELDAll 


There  are  a  great  deal  more  sales  advantages  when  you  handle 
the  Shieldall  line.  Sheildalls  have  and  ore  receiving  excellent 
consumer  acceptance.  We  are  furthering  this  interest  with  a 
completely  new  advertising  and  promotional  plan  designed  to 
bring  inquiries  to  the  dealers  door. 

Check  the  advantages  listed  below  and  then  contact  Grover  A. 
Richards,  general  sales  mgr.,  for  complete  information. 


•  Di«  cut  “tur*  fit"  parts 

•  laty  on*  man  Installation 

•  Chimney  vont  ventilation 

•  Complete  color  selection 


•  Lett  than  two  week  deliveries 

•  Guaranteed  soiling  program 

•  Feel  proof  censlrwctlen 

•  Steady  high  rote  profits  year 


YOUNGSTOWN  INDUSTBIES,  INC. 

710  SOUTH  STATE  ST.,  OltARO,  OHIO 


ADDRESS. 


STATE. 


BUILDING  SPECIALTIES 


The  magic  number  that  means  millions  .  .  . 


You  have  to  vee  it  to  believe  it.  SHAL-TESTED  COATINGS’  Formula  "S-5-XX” 
does  a  dozen  jobs  —  each  one  important  and  needed  by  homeowners,  building 
maintenance  operators,  cx>ntractors  and  property  owners  in  private  life,  business 
and  industry.  For  here  is  the  EXTERIOR  (X)ATING  that  preserves  as  it  beautifies 
.  .  .  fuses  ho{>elessly  disintegratt'd  surfaces  into  hard,  beautiful  finishes  and  remains 
for  years  untouched  by  normally  destructive  effects  of  sun,  water  and  salt  air. 

SEAL-I  ESTED  COATINGS’  FORMULA  ’S-5-XX  ”  is  the  result  of  pains¬ 
taking  development  and  research,  with  the  synthetic  rubber  resin  PLIOLITE 
"S-5”  by  CitKKiyear  as  an  important  base.  Spt“cific  formulae  are  made  for  WOOD, 
S11J(;(X)  or  MASONRY'  to  assure  maximum  advantage's  on  each.  "S-5-XX" 
is  permanently  pr«H>f  against  termites,  fungus,  mildew,  acid  and  lime-alkalies 
.  .  .  and  it  is  tire  retarding. 

It  comes  in  beautiful  colors  of  wide  selection,  all  guarantecH.1  lifetime  fade- 
prt>of  —  as  well  as  clear  for  tapc*stry  brick  <»r  stone  .  .  .  and  in  asbestos-fibre  texturc 
t>r  smooth  bnishes.  One  application  of  "S-5-XX”  is  all  that  is  needed.  Touch-dry  in 
20  minutes,  it  seals  out  we-ather-created  moisture  of  every  season  as  only  rubber  can. 

SEAL-TESTED  COATING 
"S-5-XX" 
for  WOOD 
STUCCO 
MASONRY 

.  .  .  an  armor-plate  exterior  with  the 
insulation  quality  of  rubber. 

ExperiHii'e  Equipment  Mot  MeceHHorp — “S-S-XX”  can  he  Brushed  or  Sprayed 


You  are  invited  to  send  tor  complete  details 
on  the  establishment  and  operation  of  a  SEAL- 
TESTED  COATINGS  applicator  -  dealership. 
Full  factory  training,  cooperation  and  sup¬ 
port  is  assured  ...  as  only  one  of  the  lorgest 
monufacturers  of  its  kind  can  provide. 


PLIOLITE' 


ADDED  quolify  ♦octor— "S-5- 
XX"  Hos  the  fomous  Goodycor 
know-how  behind  it. 


M  Goodyear  Tire  A  kubber  Co 


HOME  OFFICE:  802  Consfifufion  Avenue,  N.  E.,  Washington,  D.  C. 

Lincoln  6-7100 

Plant:  5th  and  Luzerne  Streets,  Philadelphia,  Pa. 

SAgomore  2-6419 
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Thii  month  the  cover  photo  ihowi  the  reii- 
dence  ol  B.  J.  Tlvamik  ot  1522  North  Illinoie. 
St.,  in  South  Bend,  Indiana.  Thie  pleasant  little 
bungalow  U  completely 
equipped  with  Red- 
wood  combination 
storm  windows  and 
doors.  Note  how  the 
contrast  between  the 
color  oi  the  Redwood 
irames  and  the  white 
siding  enhances  the 
beauty  oi  the  house. 

The  distributor  han¬ 
dling  the  sale  was 
BIMSCO  oi  1212  S. 

Walnut.  South  Bend. 


Indiana.  Installations 
was  made  by  Hartman  Builders.  Inc.,  oi  tbe 
some  city.  This  one  oi  a  group  oi  ISO  installa¬ 
tions  by  the  same  dealer.  Windows  shown 
were  made  by  the  F.  E.  Schumacher  Co.  oi 
HortTille.  Ohio. 


One  Picture  Is  Worth  1,000  Words,  Says  Conn.  Dealer .  46 
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MATIOMAL  HIATHIR  STONI,  Inc. 

Alls  Kcncinttcn  Avc.,  PkilnAcInhla  4,  Pa. 

Oandcmcn;  PIcotc  tend  me  the  cample)*  ttery  on 
MATNfl  STONI. 

NAAtf  . . . . . . 

HIM  . . . . . . . 

AOOItSS  . . 

Cinr  — . . .  ZONl  _  STATt  . . 


CALL,  Wim  OR  WRirt  NOW  TO: 

NATIONAL  HEATHER  STONE,  Inc* 


4122  KENSINGTON  AVL,  PHILA.  24,  PINNA. 


Phon*  DEIawar*  6>1400 


Boost  volume  with  genuine  HEATHER  STONE  —  the  quick  and  long 
term  profit  builder  in  the  building  specialties  field. 

HEATHER  STONE  sells  on  sight;  is  applied  like  tile  over  brick— stucco- 
cinder  and  concrete  block— shingle— clapboard  and  other  exterior 
surfaces.  HEATHER  STONE  is  the  only  real  cast  stone— with  color  solid 
throughout,  produced  and  cured  in  accordance  with  National  speci¬ 
fications,  inspected  and  selected  prior  to  packaging  in  cartons  for 
shipment.  Many  choices  of  popular  selling  styles  and  blends. 

HEATHER  STONE  is  backed  by  years  of  field  experience;  installation 
and  sales  training  programs  are  provided. 

Stone  conscious  public  are  ready  to  be  sold  on  the  conversion  of 
present  houses  into  Stone  Homes  and  HEATHER  STONE  leads  the 
field  in  volume.  Scope  includes  new  and  modernization  work  on 
commercial,  residential,  and  industrial  structures. 
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On  tke  House . . . 


Getting  good  salesmen  and 
canvassers  is  still  a  problem 
to  many  dealers  these  days.  Dur¬ 
ing  the  past  summer  quite  a  num¬ 
ber  of  college  undergraduates  took 
temporary  jobs  with  building  spe¬ 
cialty  dealers.  Despite  their  lack 
of  experience,  most  of  these  young 
men  made  more  money  than  they 
ever  dreamed  was  possible.  The 
dealers  who  were  shrewd  enough 
to  register  with  the  employment 
or  placement  departments  of  local 
colleges  may  well  have  reaped  a 
golden  harvest  this  summer  after 
increasing  their  sales  staffs  by 
this  method. 

It  seems  more  than  likely  that  a 
considerable  number  of  these  tem¬ 
porary  salesmen  will  return  to  spe¬ 
cialty  selling  after  they  graduate  i 
now  that  they  have  discovered  j 
what  a  really  good  living  they  can 
make  in  this  field.  It  is  a  curious 
fact  that  college  training  .seems  to 
inhibit  a  great  many  young  men 
from  embarking  on  a  career  of 
selling.  Too  many  college  gradu¬ 
ates  apparently  think  that  a  white 
collar  de.sk  job  is  the  only  fitting 
occupation  for  a  college  man  de.s- 
pite  the  fact  that  most  of  these 
jobs  pay  rather  poorly  compared 
with  .selling. 


^  Get  set  lor  winter  profits  wHii 

STEELCRAFT 


ALUMINUM  STORM  SASH 


(fits  any  metal 
casement  window) 


NOW  YOU  CAN 
MAKE  MORE  MONEY 
SELLING  THE  FINEST 
STORM  WINDOW  FOR 
THE  Least  Money! 


and  here’s  why 


*  Lowest  prices 

*  Post  turnover  and  good  profit 

*  Strong,  yet  light  and  easy  to  handle 

*  Smart  appearance  —  cork  and  Neoprene  insulation 

*  Easy  to  instoll  —  no  meosuring  —  no  Cutting  —  rto 
trimming  or  fitting  required 

*  Packed  in  individual  "drop-tested"  cartons 

*  Mode  by  an  experienced  casement  manufacturer 
who  knows  how  to  build  an  efficient  storm  window 


IMMEDIATf 
DELIVER  Yl 

COMPARE  STEELCRAFT  WITH 
HIGHER  PRICED  STORM  WINDOWS 

Dealer  cost  for 
37"  K  3l"tasement, 
illustrated  obove 


SQ.73 


2  Storm 
Soih 

Order  Sample  and  Seel 


Thi.s  department  knows  an  in- 
tere.sting  example  which  is  worth  ^ 
citing.  J.R.  is  a  very  intelligent 
young  college  graduate  who  ma¬ 
jored  in  Government  with  the  ex¬ 
pectation  that  he  would  get  a  civil 
service  job  and  enjoy  life  long 
security.  Unfortunately  (or  per¬ 
haps  it  was  really  fortunate)  he 
failed  to  pass  certain  civil  .service 
tests  and  had  to  take  a  job  with 
an  advertising  company  where  he 
toiled  at  his  desk  day  in  and  day 
out  for  the  unimpressive  .sum  of 
$50  a  week. 

To  increase  his  income  he  took  a  j 
“temporary”  job  after  5  p.m.  as 
canvasser  for  a  specialty  .salesman  | 

(Continued  on  Page  63)  j 


SPECIAL  LOW  PRICES  TO  STOCKING  DISTRIBUTORS 

Nationally  advertised  in  American  Builder,  American  Lumberman, 
Building  Specialties,  Building  Supply  News,  Home  Maintenance  & 
Improvement,  House  &  Home  Edition  of  Magazine  of  Building,  and 
Practical  Builder. 

STIILCRAFT 

MANUFACTURINO  COMPANY 

Koxmoyn*.  Ohio  (In  Groolor  Cincinnoll) 


Cash  in  on  this 
money-making 
opportunity. 

WRITE  FOR 
DEALER  PUN 
TODAY  I 


Tho  Sloolcrotl  Manutoclvrinf  Co.,  Oo»l.  IS — 9S2 
9017  aiu#  Ath  Rood.  Rotimoyno,  Ohio 

Plranr  semi  nif  t<)m|»lele  information  on  Sleelcrafl  Alumi¬ 
num  Storm  Sash. 


Nanir . Title. 

Company . 

Address  . 

City . Zone. . .  .Slate. . 


BUILDING  SPECIALTIES 


GET  AN 


Exclusive  Franchise 

NOW! 

CORBEN 

ALL-ALUMINUM  OUTSIDE  CASEMENT  WINDOWS 
ANODIZED  DOUBLE  HUNG  WINDOWS  •  ANODIZED  DOORS 


SECURE  A  DISTRIBUTORSHIP! 

:  DIRECT  FROM  MANUFACTURER! 

•  EXCLUSIVE  FRANCHISE  FOR  YOUR  AREA 

•  MORE  PROFITS  TO  YOU 
.  •NO  MIDDLEMAN 

DON’T  DELAY!  THIS  IS 
“  <  THE  OPPORTUNITY  OF 

YOUR  LIFETIME! 


COUlM-wlll  p0t  fMT  V0hm0 10  tin  M0l0r  iMfMsf 

•  ALL  EXTRUDED  CONSTRUCTION 

-  •  EASY  TO  INSTALL  AND  OPERATE 

k  •  COMPLETE  STOCK  ON  HAND 

•  IMMEDIATE  DELIVERY 


V«IM,  MOibniN 

COMMNATiON 

STORM  DOORS 

AMD 

WINDOWS 


•  HEAVYWEIGHT 

EXTRUDED  ALUMINUM  ^ 

•  DOUBLE  DUTY  STRENGTH 

•  RIV  NUT  FASTENED 

HARDWARE 


WRITE  f  R  WIRE-  NOW' 

BEN  CORSO 


1228  BELMONT  AVE 

PHILA.  4,  PA. 


•  SELF  STORING 

•  FINGER-TIP  VENT.A40<K 

•  SIMPLE  INSTALLATION 


DISTRIBUTORSHIPS 
AVAILABLE  FOR  OUR 
ENTIRE  LINE. 


r 

y'  PHONE; 

^  GReenwood 
7-9500 


•  RESTORES 

•  PAINTS 

•  WEATHERPROOFS 
making  them  look 

likeNBWl 


I/EWAIEA  Manufacturing  Corp, 
434  W«ft  43n4  Slr«*l,  N.  Y.  IS,  N.  T. 


Gentlemen:  Please  send  complete  informaiion  as 
to  how  we  can  operate  in  this  new  and  lucrative 
field  as  an  approved  SHINGLE-SEAL  applicator. 


Write  or  Phone  for  full  particulars 


wwAICA  Manufacturing  Corp 

424  West  42nd  Street,  N.  Y.  18,  N.  Y. 
LOngacre  3-6527 


Address 


Stott 


BUILDING  SPEQALTIES 


1$  YOUR  m)Wih...r^ 


Line 


We  still  have  dealerships  a  va  i  I  a  b  I  e  . . .  w  r  i  t  e  for  details! 


The  ABC  Jalousie  Window  is  the  most  revolu¬ 
tionary  and  practical  improvement  in  window  design 
today... the  All  Balanced  Control  is  unmatched  on  today's 
market ...  both  in  the  fine  construction  and  appearance! 

AdiUMM  ENGINEERING  COMPANY 
OPA  LOCKA  •  FLORIDA 
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Nom^  •  •  • 

•  with  the  NEW 


Bi$  Profits  / 


The  TRI-SEAL  Door  is  made  by 
the  manufacturers  of  the  famous 

T  R I  -  S  E  A  L  Combination 
Storm  &  Screen  WINDOW 

A  quality  window  with  full-lrnfith  inlrrlotk- 
ing  inerting  rail.  Preriaion  built,  irlf-storing 
...big  profits  for  you  on  small  investment! 


•  Extruded  Aluminum  Construc¬ 
tion 

•  Z-Bor  Frame  for  Precision  Fit 
O  Three  Stainless  Steel  Hinges 
O  Pneumatic  Claser,  Built-in 

Shack  Absarber 

•  Safety  Chain  with  Double 
Springs 

K.  I).  OPKKATOItS: 

We’ll  supply  rut  24’’x24''  glass 
window,  prefabricated  with  all 
hardware  mounted  ready  fur  as¬ 
sembly  .  .  .  $8.74  rompirtr.  In¬ 
vestigate  our  door  deal! 


Rust-proof  and  Warp-proof 
Engineered  for  Strength  with¬ 
out  Weight 

Two  Double-Strength  Glass 
Inserts 

Two  Alrlad  Aluminum  Screen 
inserts  16xlb  Mesh 
Embossed  Aluminum  Bottom 
Panel 

Adjustable  Contour  Neoprene 
Sweep 

DFAI.F.K.S! 

A  few  rhoire  territories  open  for 
qualified  dealers. 


ALUMINUM^^ COMBINATION 

STORM  and  SCREEN 

DOOR 


the  door  Here’s  the  door  that's  engineeretl  to 

that  sells  hifth  precision  standards  at  “right” 

itself!  prices!  Handsomely  styled  to  grace 

the  entrance  of  any  home  and  ile- 
signed  with  the  finest  features  for 
maximum  protection  .  .  .  the  TKI- 
SFAL  Door  literally  sells  itself! 


the  door  Use  of  the  finest  materials  and  con- 

that  stays  struction  with  custom  craftsmanship 
soldi  assure  you  of  troiihle-free  installa¬ 

tions.  Every  heaiitifiil  TRI-SFIAL 
Door  will  he  a  silent  salesman  to 
bring  you  new  customers! 


the  door  Our  hrand  new  factory  will  |)roduce 

you'll  deliver  T.'iO  doors  per  week  . . .  your  guarantee 
or*  time!  of  availability  of  ample  stocks  for 

prompt  deliveries! 


228  NEW  STREET  •PHILADELPHIA  6,  PA.«WAInut  2-2660 
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BUILDING  SPECIALTIES 


You  hold  the  winning  combinotion  with  Superior 
Window  Co.'s  complete  line  of  quality  aluminum 
windows.  Superior  Window  Co.  manufactures 
precision  windows,  designed  for  the  home  of  to- 
doy.ond  styled  for  the  home  of  tomorrow.  With 
the  Superior  Window  Co.'s  Super  line,  you  offer 
your  customers  o  new  high  in  window  value  .  .  . 
for  the  Super  line  offers  the  right  window  for  the 
right  job,  at  the  right  price. 

The  Super  line  consists  of: 

I.  TUBAR-VENT 

Tubular  vent  aluminum  casement  window 

7.  JAl-O-VENT 

Seven  inch  balanced  louver  gloss  jalousie 

3.  PROJECT-O-VENT 

The  economy  aluminum  awning  window 

4.  Z-SAR-VENT 

Z-Bor-Vent  aluminum  casement  window 

All  Superior  Window  Co.  windows  ore  precision- 
built  by  modern  assembly-line  methods. 


HERE  ARE  FOUR  REASONS  WHY  YOU  SHOULD 
BE  A  SUPER  DEALER! 

1.  You  get  Super  styling! 

The  Superior  Window  Co.  line  is  styled  for 
beauty  and  efficiency  .  .  .  will  harmonize 
with  the  most  modern  home,  and  comple¬ 
ment  the  traditional. 

2.  You  get  Super  quality! 

Every  Superior  Window  Co.  window  is  mode 
of  the  finest  aluminum  alloys,  to  the  highest 
specifications  in  the  trade. 

3.  You  get  o  Super  guarantee! 

The  Superior  Window  Co.  guarantees  its 
products  for  years  of  satisfactory  service. 

4.  You  get  Super  Profits! 

Superior  Window  Co.  windows'  low  cost 
(competitively  priced  with  ordinary  alumi¬ 
num  windows)  and  high  quality  means  satis¬ 
fied  customers  and  repeat  business  ...  it 
all  adds  up  to  a  better  deal  for  youl 


Let  us  tell  you  how  you  may  become  a  SUPER  DEALER:  Write  to 

SUPERIOR  WINDOW  CO. 


SS90  N.  W.  S7tk  AVE.  MIAMI.  FLA. 


September,  1952 


13 


Hints  To 
SALESMEN 


(From  an  article  an  specialty  selling  by 
Wm.  Sheppard  which  began  in  the  July 
issue.) 

1.  DON’T  TAKE  A  WOMAN 
NOT  INTERESTED  AS  FINAL. 
Without  asking  the  question  in  so 
many  words,  find  out  why  she 
thinks  she’s  not  interested.  Of 
course  she’s  nut  interested  until 
you  make  her  interested.  Too  many 
women  say  they  are  not  interested 
when  they  don’t  even  know  what 
they’re  not  interested  in. 

2.  DON’T  PASS  A  HOl’SE  OR 
BUILDING  BY.  Your  job,  a.s  you  I 
rawiviSN,  /.s  to  hit  all  houuu.  Your  \ 
comixtuy  exprcts  you  to  and  your  | 
batik  balance  reyuire.s  that  you  do.  ! 
Don't  forget:  ifn  the  hou.'te  that  i 
Iouk.'<  like  it  )ieed.s  a  coat  of  ixtiut  ; 
more  than  your  product  ii'hich  ' 
hold.s  proHpectH  who  are  often  the  ; 
eaxiettt  }tale,s  to  make.  Look  where  i 
muHt  of  the  televudan  auteuuax  are.  : 
They  are  on  homes  which  often  j 
look  as  though  they  might  topple  | 
oi'er  with  that  much  additional  \ 
weight.  You  can’t  judge  a  book  or  \ 
a  home  by  its  cover.  Hit  ’em  a'l.  I 

3.  DON’T  .MISS  CALLING 
BACK  ON  “NOT  HOMES.’’  Same 
idea  as  No.  2.  F’ill  in  the  gaps  and 
sales  will  come  from  them. 

4.  DON'T  MAKE  A  DEMON¬ 
STRATION  UNLESS  ALL  IN-  | 
T  ERE  ST  ED  PERSONS  ARE  i 
PRESENT.  Many  a  sale  is  lo.st  be-  | 
cause  the  salesman  .  didn’t  insist 
that  Grandma  come  down  and  hear  I 
his  story.  Turns  out  every  time  ! 
that  Grandma  holds  the  purse  j 
strings.  And  don’t  start  the  demon-  ! 
stration  when  somebody  says,  “Go  j 
on  ahead:  I'll  be  in  in  a  minute.’’ 
When  that  guy  or  gal  does  come  in 
the  room,  your  story  ivill  be  inter¬ 
rupted  and  you  may  never  get  go¬ 
ing  again.  Selling  a  building  spe¬ 
cialty,  you.  are  building  a  .sale  and 

(Continued  on  Page  56) 


INSTMIT-m 


^^CASEMENT  STORM  WINDOWS 

FOR  QUICK  INSTALLATION -QUICK  PROFITS! 


FIT  ALL  STANDARD 
METAL  CASEMENTS 

Even  lh«  "coldMt"  prospect* 
will  worm  up  to  Univorsal's 
INSTANT'FIT  features.  Easiest 
to  install  .  .  .  easiest  to  sell— 
your  best  bet  for  quicker,  big¬ 
ger  profitsi  LIBERAL  DEALER 
DISCOUNTS.  Write— right  now 
—for  complete  information. 


POSITIVE,  AIRTIGHT 
LOW  COST 
COMFORT 


•  Most  wanted  because  it  s  the 
most  modern  and  efficient 
storm  window  ever  built 
one  full  inch  of  air  space! 

•  Easiest  to  install-  simple  as 
putting  up  a  screen 

•  No  custom  fitting 

•  No  interference  with  Vene¬ 
tian  blinds  or  drapes 

•  No  marring  of  wails  or 
plaster 

•  Eliminates  weather  stripping 

•  Won't  rust,  warp.  shrink  or 
rattle. 

•  Interchangeable  with  screens 

-off  or  on  — in  an  instant 

•  Sturdy,  extruded  aluminum 
frame. 

•  Safe,  healthful,  draft-free 
ventilation. 


UNIVERSAL  FABRICATORS 

1785-1811  BOONE  AVE.,  NEW  YORK  60,  N.  Y.- Kl  2-0350 
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CAN  BE  DELIVERED 


AND  MAKE  YOUR  NORMAL  PROFIT 


^  THE  NEW 

TOccitA&t-  7(fi4e 

m  PERMA  SEAL 


AMERICA'S  FINEST 
TROUBLE-FREE,  EXTRUDED, 
ALUMINUM,  SELF-STORING 
COMBINATION  WINDOW 


A  ALUMINUM  WINDOW  FOR  EVERY 

PURSE  AND  PURPOSE  -  PROFIT  BY  SELLING  “ALL  3” 


TVeaCiiefi-’TOUe 
DELUXE  ALUMINUM 
COMBINATION  WINDOW 

Rigidly  constructed  of  finest  quelity, 
eitruded  erchitecturel  eluminum — 
treeted  for  eitre  herdness.  Built  to 
fit  end  to  ellow  for  tagging  or 
change  of  shape  of  primary  frames. 
Flush.  seif'Storing  type  installation. 


ALUMINUM  CASEMENT 
STORM  SASH 

Heavy,  all  eitruded,  anodized,  satin-finish 
aluminum  frame  that  It  permanently  attached 
with  sturdy  pin-type  hinge.  Each  unit  equipped 
with  Duo-Lock — an  eiciutive  feature  that  makes 
it  absolutely  foolproof. 


WIRE — WRITE — PHONE  Youngstown,  Ohio,  9-9765  for  Additional  Informafton. 


D^tUrshipt  MviUbU  in  soma  farriforras 


*Wc*tei<uu4;  *1kc 

manufacturers  of  aluminum  products 


3655  Oakwood  Avenue 


Youngstown  9,  Ohio 


September,  1952 


Name 


Address 


>  City . State .  I 

I _ J 


symbolize  Pro-Tect-U 
one  of  the  outstanding 
leader  in  its  field.  This 
equipment  from  a  slide 
in  more  sales  to  more 


A  simpU  sawing  oparotion 
in  minufas  makns  spocial  custom 
windows  on  tho  job  oliminoting 
unnocossory  doloy. 


One  hundred  KD  windows, 
size  24  (37"x  50H''}  con  be 
stored  in  less  than  fifty  cu. 
feet  of  shelf  space. 


of  assembly... just 
make  Pro-Tect-U  the 
reduce  your  salesmen's 
order  book ...  resulting 


The  only  Jalousie  Window  with 
distributed  closing  force  throughout 
height  of  the  unit. 

The  only  Jalousie  Window  with 
hardware  adjustment  every  fourth  louver, ..and 
weatherproof  vane  ends  by  the  use  of  inter¬ 
locking  metal  parts.  Inside  screens  are  inter¬ 
changeable  with  winter  storm  sash. 


PRO-TECT-U  JALOUSIE  CORPORATION 

Dept.  BS-9  Coral  Gables,  Fla. 

Please  serid  me  complete  details  on  a  Pro-Tect-U 
dealership. 
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THE  HOTTEST  SELLING  ITEM  YOU  CAN  CARRY! 


MfMW  air-control  LOUVRED  WINDOWS 


Yes  .  .  .  Mr.  Dealer,  look  no  further  for  those  hard 
to  find  soles,  Sun-Sosh  practically  sells  itself!  Built  to 
lost  and  outselling  oil  others  —  Sun-Sosh  octuolly  costs 
less  than  ordinary  windows.  Why  not  cosh  in  on  good 
profits  with  Sun-Sosh  louvred  window  hardware  —  the 
hottest  selling  item  you  con  corry! 

Sun-Sosh  con  be  used  throughout  the  home  .  .  . 
factory  ...  or  office.  It's  perfect  for  pxDrch  enclosures 
ond  breezewoys.  So  easy  to  install  —  so  simple  to  use! 
Sun-Sosh  is  sold  only  through  authorized  dealers  and 
at  nationally  advertised  prices. 

OUTSTANDING  SUN-SASH  FEATURES: 

•  Automatically  locked  when  closed 

•  Neat,  safe,  fingertip  control 

•  Fits  any  size  openings 

•  Screens  or  storm  sash  can  be  fitted  to  the 


openings 
I007o  ventilation 


without  drafts 


WRITE  FOR  FULL  DETAILS  AND  PRICES,  NOW! 


ONI  HAND 
OPERATION 

No  more  sticky  win¬ 
dows  to  struggle  with. 


INSIDE  CLEANING 

Outside  surfoces  ore 
eosily  cleoned  from 
the  inside. 


BURGLAR  RESISTANT 

No  one  con  climb  in 
even  when  windows 
ore  fully  opened. 


PROTECTION 

Small  openings  pre¬ 
vent  children  from 
falling  out. 


1  SUN-SASH  COMPANY 

1  IB  Peffc  Rew  Dept.  2 

'  New  Yeck  SB,  N.  Y. 

1  Nome  . .  .. 

SUN-SASH 

COMPANY 

1  City . . . . . 

. Stote _ _ 

38  PARK  ROW 

NEW  YORK  38  N  Y 

September,  1952 
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New  Alumatic 
Combination  Door 

Alumatic  Corporation  of  Amer¬ 
ica  is  introducing  its  new  all-alu¬ 
minum  combination  storm  and 
screen  door  to  the  market.  This 
top  quality  aluminum  combination 
door  can  be  .sold  retail  for  about 
$49.95,  including  all  hardware. 

This  outstanding  combination 
door  is  made  of  63ST5  extruded 
aluminum  and  Alclad  screen  cloth. 
It  consists  of  a  strong,  hollow  alu¬ 
minum  frame,  upper  and  lower 
.sash,  and  upper  and  lower  .screen 
panels.  With  the.se  interchangeable 
units,  the  homeowner  or  building 
manager  is  given  the  choice  of  all 
.storm  protection,  all  screen,  or 
part  .screen  and  part  storm  at  the 
.same  time. 


An  outstanding  feature  of  this 
door  is  the  special  heavy  aluminum 
jamb,  in.stalled  over  the  building 
door  frame.  This  assures  a  custom- 
fit  for  every  installation  and  the 
aluminum-again.st-aluminum  fea¬ 
ture  means  a  continually  smooth 
and  perfect  fit.  Annual  re-fitting  is 
eliminated. 

Heavy,  rigid  corner  angles  com¬ 
bined  with  rugged,  hollow  alumi¬ 


num  construction  reduce  vibration 
and  shock  in  both  home  and  com¬ 
mercial  installations.  This  feature 
reduces  glass  breakage.  The  door 
comes  complete  with  automatic 
closer,  latches,  and  hinges.  This 
new  aluminum  combination  door 
will  be  shipped  to  dealers  both 
knocked  down  or  completely  as.sem- 
bled,  from  various  points  in  the 
country  and  will  be  nationally  ad- 
verti.sed  on  an  extensive  basis. 

*  *  * 


New  Calbar 
Caulking  Cartridge 

A  new  type  caulking  cartridge 
that  can  l>e  u.sed  with  equal  effec¬ 
tiveness  in  all  types  of  cartridge 
caulking  guns  has  just  been  intro¬ 
duced  by  Calbar  Paint  &  Varnish 
Company.  It  makes  caulking  sim¬ 
pler  for  home  owners  and  indus¬ 
trial  user.s. 

The  new  “Combination  Caulking 
Cartridge”  consi.sts  of  a  .standard 
Calbar  hole-in-cap  cartridge  of 
Calbar  non-hardening,  non-stain¬ 
ing  Caulk-O-Seal — ])his  a  snap-in 


For  mors  mforrridtion  ationt  produc>s 
rrcnfiooed  here,  write  to 
New  Products  Editor 

BUILDING  SPECIALTIES 
■42S  Fourth  Ave,  New  YcA .  N  Y 


plastic  nozzle.  The  Calbar  “Com¬ 
bination  Caulking  Cartridge”  can 
be  used  in  two  ways.  F'or  metal 
nozzle  guns,  merely  in.sert  the  hole- 
in-cap  cartridge,  and  replace  the 
nozzle.  F'or  other  guns,  ju.st  snap- 
in  the  pla.stic  nozzle  to  the  hole-in¬ 
cap  cartridge,  and  in.sert.  That’s 
all  there  is  to  it. 

The.se  new  cartridges  not  only 
make  caulking  easier,  but  they  al.so 
banish  after-cleaning.  With  Calbar 
cartridges,  the  caulking  comfwund 
never  touches  the  sides  of  the  gun. 

There’s  a  Calbar  caulking  com¬ 
pound  to  match  brick  a.sbe8tos-ce- 
ment  siding,  shingles,  metal  or 
wood — in  any  required  color,  in¬ 
cluding  black,  brilliant  white,  and 
aluminum. 


“Combination  (btulking  Cart¬ 
ridges”  are  available  in  most  of 
the.se  colors.  All  26  shades  can  l>e 
obtained  in  Calbar  bulk  caulk, 
packed  in  cans  of  various  size. 
Calbar  (’aulk-O-Seal  is  a  plastic, 
rubber-like  caulking  material 
which  completely  seals  cracks  and 
jointvs  of  all  kinds.  It  adheres  to 
any  tyj>e  of  surface  providing^  long- 
la.sting  protection.  Calbar  Caulk- 
O-Seal  not  only  mt^ets  the  require¬ 
ments  of  the  Asbesto.s-Cement 
Products  .s.swiation  and  the  Fed¬ 
eral  Specifications,  but  exceeds 
them. 

(ConthttH'd  from  Paqe  44) 
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Looking  for 

Fill  in — Tear  off — and  Mail 

September,  1952 

BUILDING  SPECIALTIES 
425  Fourth  Avenue 
New  York  16.  N.  Y. 

Send  me  tacts  on  the  items  checked 

□  1.  Aluminum  Combination  Doors 

□  2.  Aluminum  Combination  Windows 

□  3.  Alum.  Outside  Casement  Storm  Sash 

□  4.  Kitchen  Fans 

□  5.  Steel  Combination  Windows 

□  6.  Wood  Combination  Windows,  Doors 

□  8.  Aluminum  Casement  Storm  Sash 

□  9.  Shower  Doors  &  Tub  Enclosures 

□  10.  Asbestos  Siding  Refinishers 

□  1Z  Aluminum,  Steel  Casement  Screens 

□  13.  Plastic  or  Metal  Wall  Tile 

□  14.  Redwood  Miilwork  or  Lumber 

□  15.  Asbestos  Siding 

□  16.  Overhead  Garage  Doors 

□  17.  Asphalt  Shingles 

□  18.  Metal  Awnings  &  Canopies 

□  20.  Aluminum  Door  Grilles 

□  22.  Caulking  &  Glazing  Compounds 

□  23.  Plastic  Weatherstripping  for  Metal 

Casements 

□  24.  Storm  Window  &  Door  Hardware 

□  25.  Ornamental  Iron 

□  26.  Sprayed  Sidewall  Resurfacers 

□  27.  Metal  Mouldings,  Weatherstripping 

□  29.  Class  lolousies 

□  30.  Artificial  Stone  or  Brick  Siding 

□  31.  Plastic  Splines  and  Glazing  Channels 

□  32.  Home  Fire  Alarms 

□  33.  Aluminum  Ladders 

□  35.  Aluminum  Polish 

□  36.  Venetian  Blinds 

□  37.  Silicone  Masonry  Waterproofers 


Additional  Products 


Interested  In 
More  Sales 


Need  A  Companion 
Item  To  Round  Out 
Your  Present  Line 


Check  the  boxes  opposite  products  or 
services  about  which  you  want  information. 
Fill  out  the  coupon.  You  will  receive  FREE 
the  latest  BOOKLETS,  catalogues,  informa¬ 
tion  and  details  from  the  manufacturers. 
Do  it  NOW  while  you  are  going  over  the 
list,  and  send  to  Building  Specialties,  425 
Fourth  Avenue,  New  York  16,  N.  Y. 


Other  Items . 

Send  me  Building  Specialties,  12  months, 
$3.00  □ 


Name 
Firm  . 


Address 


Are  You  Getting  Your 
Share  of  The  Profits? 

Is  Your  MASTIC  Depend¬ 
able  and  Trouble-Free? 

Is  Your  Mastic  Backed  By 
Over  37  Years'  Experience 
In  Residential  and  Indus¬ 
trial  Protective  Coatings? 


For  Guaranteed  Dependability  And 


Substantial  PROFITS  . . .  Investigate 


NAME. 


A  New,  Longer  Lasting 
Surface,  Pressure -Sealed 
To  Old  Concrete,  Stucco, 
Brick,  Shingle,  Clapboard 
and  Cinder  Block  Walls 

Protective  Coatings  is  Corbozite's  business  .  .  .  and 
has  been  for  over  37  years.  Large  industrial  users 
of  mastics  and  waterproof  compounds  endorse  and 
recommend  Carbozite  products  for  their  quality  and 
dependability  .  .  .  and  CARBO-TEX  is  one  of  the 
most  revolutionary  in  this  famous,  extensive  line  of 
protective  coatings.  CARBO-TEX  is  not  a  paint  or 
cemerrt  wash,  but  a  thick,  textured  resurfacer,  in 

^  EXCLUSIVE  White  and  Pastel  Colors,  applied  by  powerful 

air-pressure  to  all  types  of  exterior  walls.  It  fuses 
WURTZILITE  itself  to  old  wall  surfaces  and  provides  a  seamless, 

FORMULA  steel-like  armor  that  protects,  and  adds  fresh,  last¬ 

ing  beauty.  No  other  exterior  wall  mastic  offers  you 
tBO-TEX  formula  it  th«  rasult  such  controlled  quality. 

of  research  and  experimenf.  It  'vpw  ■  ■  i  o 

sed  of  selected,  protective  oils,  CARBO-TEX  dependability  means  greater  profit 

I  with  long-lasting  mica  and  for  you  .  ,  .  more  satisfaction  for  your  customer. 

In  ndWIlinn  rADRrS.TFV  !. 


SOLD  WITH  10-YEAR 


FACTORY  REPLACEMENT 


AN  EXCLUSIVE 
WURTZILITE 
FORMULA 

Th«  CARBO-TEX  formula  U  th«  rasult 
of  y«ars  of  research  and  experimenf.  It 
is  composed  of  selected,  protective  oils, 
combined  with  long-lasting  mica  and 
osbestos.  In  addition,  CARBO-TEX  is  the 
only  exterior  wall  coating  containing 
WURTZILITE,  a  remarkable,  natural 
mineral  rubber  that  adds  to  the  resili¬ 
ency  ond  flexibility  of  the  coating, 
thereby  assuring  longer  life.  One  coot 
of  CARBO-TEX  is  equal  in  thickness  to 
about  10  COATS  of  ordinary  paint. 
•  .  .  It  adheres  to  the  wall  surfaces  to 
which  it  is  applied,  and  will  not  powder 
or  crack. 


I  Carbozite  Protective  Coatings,  Inc. 
I  101  Cedar  St.,  New  York  S,  N.  Y. 

Please  send  information  regarding 
franchises  and  available  territories. 


CARBOZITE  PROTECTIVE  COATINGS,  INC. 
101  CEDAR  STREET,  NEW  YORK  6,  N.  Y. 

Carbo-Tex  Division  Phone  DIgby  9-3170 
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years  of  profit 


invites  you  to  shore 
the  rewards  of  its 

post»einergency  exponsion 


Yes,  this  small  investment  in  reading  time  can  get  you 
a  big  return  in  profits  —  "over-the-years"  profits! 
Since  we  choose  our  AlumoROLL  "family"  carefully, 
we  stick  with  them — giving  them  oil  the  technical  and 
promotional  help  we  con.  So  when  you  "go"  with 
AlumoROLL,  you  keep  right  on  going  and  growing! 
If  you  wont  o  shore  of  those  "20-year-profits"  our 
post  history  indicates  ore  a  sure  thing,  write  today 
for  details  about  K.D.  or  dealer  franchise  in  any  ter¬ 
ritory  that  interests  you. 


BROTHERS  INC 

63  MEADOW  ROAD 
RUTHERFORD,  N.  J. 

Phons  Rulhsrford  2*7400 


1 


September,  1952 
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Aluminum  Price  Ceilings  Raised 

Sheets  and  extrusions  up  5%;  ingot 
and  pig  are  increased  Ic  per  pound 


Aluminum  price  ceilings  were 
raised  Ic  a  pound  for  alumi¬ 
num  pig  and  ingot  and  5  per  cent 
for  other  primary  aluminum  mill 
products  by  the  Office  of  Price  Sta¬ 
bilization,  effective  as  of  August 
4th. 

The  price  ceiling  increases  were 
granted,  OPS  said,  “in  order  to 
maintain  and  increase  the  supply 
of  aluminum  for  the  defense  pro¬ 
gram.” 

Nevertheless,  the  increases 
amount  to  less  than  half  the 
amounts  requested  by  the  three 
principal  producers  over  the  past 
few  weeks.  The  Aluminum  Co.  of 
America  asked  for  a  2c  boost  on  pig 
and  10  per  cent  for  ingot  and  alu¬ 
minum  mill  products,  while  Kaiser 
Aluminum  &  Chemical  Corp.  and 
Reynolds  Metals  Co.  each  asked  for 
2.;5.'>c  for  pig  and  12.8  per  cent  for 
mill  products. 

Ceiling  Increases 

The  ceiling  increases  to  the  three 
basic  producers  are  authorized  in 
Supplementary  Regulation  113  to 
the  General  Ceiling  Price  Regula¬ 
tion.  Other  manufacturers  who 
produce  the  .same  kinds  of  shapes 
and  forms  as  the  three  basic  pro¬ 
ducers  obtained  their  higher  ceil¬ 
ings  under  Amendment  1 1  to  Ceil¬ 
ing  Price  Regulation  67. 

Because  of  the  nature  of  the  in¬ 
dustry  —  supplying  a  basic  com¬ 
modity  —  OPS  granted  uniform 
price  relief  for  the  industry  as  a 
whole,  rather  than  set  different 
prices  for  different  producers. 

“In  determining  the  amount  of 
an  appropriate  price  adju.stment,” 


OPS  said,  “the  general  policy  has 
been  to  restore  as  nearly  as  pos¬ 
sible  the  dollars-and-cents  profits 
per  unit  of  product  which  prevailed 
iM'fore  the  Korean  outbreak.  This 
standard  has  been  applied  in  the 
case  of  the  commodities  covered.” 

“On  the  basis  of  data  submitted,” 
OPS  said  it  has  determined  that  an 
increase  of  Ic  a  pound  in  the  ceil¬ 
ing  price  of  aluminum  pig  and  in- 


THE  Defense  Production  Ad¬ 
ministration  will  shortly  issue 
new  aluminum  policy  statement  .so 
indicating  the  need  for  further  do¬ 
mestic  expansion  ahead  of  any  plan 
to  buy  large  amounts  of  the  metal 
in  Canada. 

Informed  officials  said  that  in  all 
probability  the  need  for  additional 
domestic  expansion  will  be  predi¬ 
cated  on  the  need  to  stockpile  sub¬ 
stantial  amounts  of  aluminum  in 
the  next  few  years  as  a  hedge 
against  the  demands  of  sudden, 
full-scale  war. 

The  statement  reportedly  is  to  be 
based  on  new  studies  and  demand 
projections  worked  out  by  DPA 
Aluminum  “Czar”  Samuel  Ander¬ 
son.  But  officials  said  that  the  pro¬ 
gram  worked  out  by  Mr.  Anderson 
will  adhere  strictly  to  the  terms  of 
the  aluminum  report  issued  in  June 
by  the  Joint  Congressional  Com¬ 
mittee  on  Defense  Production. 

That  report  turned  down  the  pro¬ 
posal  to  buy  substantial  amounts  of 


got  and  of  .5  per  cent  in  the  ceiling 
prices  of  alloy  ingot  and  aluminum 
mill  products  is  sufficient  to  restore 
the  general  level  of  unit  profits  pre¬ 
vailing  before  Korea. 

“This  adjustment  will  maintain 
insofar  as  possible  the  exi.sting  re¬ 
lationships  between  the  prices  of 
pig,  ingot  and  the  various  kinds  of 
aluminum  mill  products,”  OPS 
(Continued  on  Page  22) 


aluminum  from  the  Aluminum  Co. 
of  Canada,  previously  suppoi  ted  by 
the  Administration  and,  instead, 
urged  the  United  States  to  get  any 
further  expansion  from  increased 
domestic  facilities.  It  also  favored 
the  entrance  of  new  companies  into 
the  field,  over  further  expansion  by 
old  companies. 

The  report  cautioned  DPA  about 
undue  haste  in  setting  up  a  third 
round  of  aluminum  expansion,  re¬ 
questing  prior  consultation  with 
the  committee  before  taking  such 
action.  Officials  indicated  that  this 
request  will  be  complied  with,  and 
that  the  proposed  announcement 
will  not  commit  the  Government  to 
another  round  of  expansion. 

Efforts  to  get  new  companies 
into  the  field,  however,  have  not 
been  too  successful.  Officials  .said 
that  while  some  companies  have  in¬ 
dicated  interest  and  have  talked 
over  plans  at  length  with  Mr.  An¬ 
derson  and  other  aluminum  ex- 
(Continved  on  Page  22) 


DPA  Studies  Need  For  More  Domestic  Aluminum 
Production  Facilities — Refuses  Canadian  Offer 
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EicaMant  t•rrilori•l 
now  oponing  in  Now 
England,  Now  Verk, 
Now  Jorsoy,  and 
oattorn  Ponntylvania. 


NOOWS 


whh  the  window 
you  now  sell... 
or  any  other 
on  the  market 

COMPARE  THESE 
8/C  ADVANTAGES 
TO  YOU,  THE  DEALER! 


Amazing,  simplifitd  3'unit  sub-otiambly  pock* 
age  that't  quickly  and  easily  assembled  on  the 
job  without  any  cutting. 

2a  Corrugated  paper  wrapping  assures  clean 
unscratched  frames  ond  windows. 

3»  Design  of  Arlite  permits  new  instollotion  tech¬ 
nique  and  saves  time. 

4a  Self-squaring,  ''Floating'^  inner  frame  easily 
adjusted  to  fit  out-of-squore  windows. 

5a  No  stocking  necessary,  but  if  desirable,  our 
standardized,  interchangeable,  pre-packaged 
units  permit  minimum  inventories. 

5a  Prompt  delivery,  good  mark-up,  plus  herd- 
hitting  soles  promotional  assistance  assures 
steody  high  profits. 


Aluminum  Prices 

(Continved  from  Page  21) 
.said. 

At  the  same  time,  OPS  empha¬ 
sized  that  it  “does  not  contemplate 
any  change  in  the  ceiling  prices  for 
aluminum  scrap  or  secondary  alu¬ 
minum  ingot.” 

Primary  aluminum  products  cov¬ 
ered  by  this  action  include  any  new 
or  unused  aluminum  pig.  alloy  pig, 
ingot,  sheet,  coil,  plate,  blank.s,  cir¬ 
cles,  foil,  wire,  rod  and  bar  (in- 
!  eluding  structurals) ,  extrusions 
(including  shapes,  tubing,  pipe), 
j  tubing  (drawn  and  welded),  bare 
1  electrical  conductor  cable  (ACSR 
;  and  all  aluminum) ,  roofing  and  sid- 
i  ing  not  fabricated  beyond  the 
I  forming  operation,  aluminum  pow- 
;  der  and  paste,  and  roll  formed 
!  shapes. 


{  Aluminum  Production 

I  (Co)itinued  from  Page  21) 

i 

'  perts,  no  satisfactory  proposals 
have  yet  been  made  by  any  but  the 
present  producers. 

For  this  reason  it  is  believed  that 
if  and  when  another  expansion 
:  program  is  approved,  the  existing 
producers  probably  will  be  the 
main  companies  involved.  In  line 
with  the  Congressional  report, 
however,  a  final  decision  on  this 
will  be  delayed,  possibly  even  until 
next  year,  according  to  informed 
sources. 

Expansion  Projects 

Officials  said  that  all  three  of  the 
present  primary  aluminum  produc¬ 
ers  in  this  country  either  have  filed 
I  or  are  prepared  to  file  expansion 
projects  they  will  undertake  with 
j  the  aid  of  rapid  tax  amortization, 

^  providing  the  Government  Jeter- 
I  mines  officially  that  more  alumi- 
i  num  is  required  to  meet  civilian, 
j  military  and  stockpile  demands. 

See  Page  58  tor  more  aluminum  newt. 
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Tear-round  indoor  comfort  with  controlled- 
climate  through  the  use  of  Clearview 
Louver  Windows  and  Doors  is  now  being 
included  in  the  plans  of  architects  and 
builders  everywhere. 


LOUVER  WINDOWS  and  DOORS 


Write  Today  for  Full  Details  to  Nearest  Branch 


learview  louvers  are  available  In  aluminum 
or  glass  (crystal  or  polished  plate). .  .also  in 
obscure  Flourlite  or  heat-resisting  tinted  So/ex. 
Where  wood  is  preferred,  a  choice  of  California 
redwood,  Oregon  fir  or  South  American  brown 
ebony  frames  with  louvers  to  match,  or  glass  louvers, 
as  desired,  are  available.  i 


FACTORY  •  DALLAS  1,  TEXAS 
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«  combination 

now  carrying  u’re  miss*"?  »  | 

“j""  .  1 

'^“'‘l‘"he*t  \i  .  that  a  market  (t.e.,  I 

r^;;i?iSs-=-='-“‘'“  1 

some  ••  of  the  nursery  r  y  thet  in  combina-  i 

'  ‘Loti'S  1 

has"  '  .tan-inum  o,  *«>  •  '  ' 

tion  storm  w.n  ^  ^^..tyone  be  soW 

extent.  Nor  redwood 

or  even  redw  •  ^  materials 

proportion  io  trade.  combiMtion 

redwtwd  in  y  best  red  design, 

Tn  be  even  wiser,  y^  Compare  «  .phen  check  jbe 

!„  taW  '  o'  »V'”‘"'S  (VWlNDO'W  ,o. 

in  *n  features,  beauiy  REDC''-'  ,  volume 

^i\l  send  you  to  delivery 

in  touch  wit  ti  ‘'“iinl^tUion”.  Get  lull 

u « jj';'-' '  i » i,  ;-N''::roo-'"o-'‘  <o  yo-  - 

is  Kn‘‘”"‘^e  RtDGO  SALES  PLA 
details  on  bonus  offer, 

plus  our  quantity 


c  leat  Heart  Ki'n 

'  ‘c“  lifotma  Redwo.xi 

\)feathet-Goard  I'm** 

Rust  resistant  hardware 

OsetlaP  hame  design 
•  huntite" 

.  .  made  throughout 

Precision  maus 


REDCO  SALES  CO. 

1025  Front  Street 

East  Hempstead,  L.  I.,  N.  Y. 

HEmpstead  2>8913 


Sapttmber,  1952 
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Advertising  and  Selling  Standards  Approved 
By  Storm  Window  Dealers  at  N.  Y.  Meeting 

Better  Business  Bureau,  Manufacturers'  Assn,  and 
Nersica  Cooperate  With  Dealers  in  Setting  Up 
New  Rules  to  Eliminate  Misleading  Ads 


Aset  of  ethical  standards  for 
storm  window  and  do{)r  ad¬ 
vertising  was  enthusiastically  ap¬ 
proved  at  a  meeting  of  dealers  at 
the  Hotel  Statler  in  New  York  on 
August  llith.  The  meeting  was 
sponsored  by  the  New  York  Better 
Business  Bureau  with  the  coopera¬ 
tion  of  the  National  ('ombination 
Storm  Window  &  Door  Institute 
(NCSWDl)  and  the  National  Es¬ 
tablished  R(K)fing,  Siding  &  Insula¬ 
tion  Contractors’  Assn.  (Nersica). 

The  meeting  was  the  culmina¬ 
tion  of  .a  long  campaign  by  the 
Better  Busine.ss  Bureau,  NCSWDl, 
Nersica,  and  local  storm  window 
dealers  to  put  an  end  to  sales  and 
advertising  abu.ses  which  have  re¬ 
sulted  in  numerous  complaints 
from  the  public  in  the  New  York 
area. 

Although  the  meeting  dealt  with 
the  problems  of  the  metroix)Iitan 


area  of  New  York,  the  standards 
of  ethical  advertising  and  .sales 
practices  which  were  approved  by 
the  many  as.sembled  dealers  may 
well  set  a  precedent  which  may  be 
followed  in  many  other  parts  of 


New  Window  Standards 
In  This  Article! 

In  this  article  the  reader  will  find 
a  copy  of  the  proposed  rules  for 
ethical  storm  window  advertising 
and  selling  practices  recently  ap¬ 
proved  by  N.  Y.  dealers.  Dealers 
outside  the  N.  Y.  area  whose  busi¬ 
ness  is  suffering  as  a  result  of  mis¬ 
leading  competitive  advertising, 
will  find  these  rules  a  helpful  guide 
in  establishing  their  own  local 
code  of  honest  advertising  and  sell¬ 
ing. 


the  country  where  .similar  abu.ses 
have  occurred. 

Si)eaker.s  at  the  meeting  included 
Hugh  Jack.son  of  the  New  York 
Better  Busine.ss  Bureau,  ('harles 
Hunter,  president  of  N('SVVT)I,  and 
('.  M.  Nichols,  managing  director 
of  Nersica.  Both  Nichols  and 
Hunter  pledged  the  cooperation  of 
their  respective  organizations  in 
aiding  dealers  and  the  Bureau  in 
establishing  and  enforcing  the  pro¬ 
posed  standards  for  advertising  and 
.selling  of  combination  storm  win¬ 
dows  and  door.s. 

Prior  to  the  meeting  a  commit¬ 
tee  made  a  draft  of  the  proiK).se<l 
standards  under  the  auspices  of 
the  BBB.  Members  of  the  commit¬ 
tee  included  the  following  dealers: 
D.  1).  Blackman  of  I).  D.  Blackman 
Inc.;  Allan  (Gardner  of  Allan  (lard- 
ner,  Inc.;  Harry  F.  Munr<M)f  Skan- 
ton  Aluminum  Corp. ;  Ned  Miller 
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Chorlei  HHnter,  president  of 
the  Notional  Combination 
Window  ft  Door  Institute, 
speaking  at  the  meeting 
held  at  the  Hotel  Statler  on 
Aug.  13th.  At  the  left  is 
Hugh  Jackson  of  the  New 
York  Better  Business  Bureau 
who  conducted  the  meeting. 


of  Miller  Table  Pad  and  Venetian 
Blind  Co.  Also  on  the  committee 
were  Charles  Hunter,  president  of 
Nt^WDI;  Harold  Giblin,  executive 
secretary  of  NCSWDI ;  and  Hugh 
Jack.son  of  the  New  York  BBB. 

The  Approved  Standards 

The  following  are  the  proposed 
standards  which  were  approved  at 
the  meeting.  Certain  minor  amend¬ 
ments  and  changes  will  be  made  in 
the  final  draft  but  in  the  main 
the.se  will  be  the  standards  which 
dealers  in  the  New  York  area  will 
follow  as  a  guide  to  ethical  prac¬ 
tices  in  selling  and  advertising 
storm  windows  and  doors: 

1.  Purpo.se 

The  purpo.se  and  intent  of  these 
standards  is  to  encourage  and  pre¬ 
serve  dependability  in  advertising 
and  in  the  selling  of  combination 
storm  windows  and  doors.  They 
apply  equally  to  advert  i.sements  in 
newspapers,  on  television,  radio 
broadcasting,  direct  by  mail,  win¬ 
dow  di.splays,  counter  cards,  tags, 
and  to  advertising  promotion  in 
whatever  form.  It  is  neither  feasi¬ 
ble  to  cover,  nor  practical  to  at¬ 
tempt  to  anticipate,  every  detail  of 
practices  by  specific  rule.  It  is  the 
spirit  of  the.se  standards,  not  lim¬ 
ited  by  their  .scope,  that  adverti.se- 
ments  and  accompanying  practices 
of  advertisers  must  be  accurate, 
fair  and  truthful  with  respect  to 
consumers  and  competitors  alike. 


2.  Definitions 

A  combination  storm  window,  ei¬ 
ther  the  .self-storing  or  the  inter¬ 
changeable  type,  is  a  window  or 
unit  permanently  attached  to  the 
frame  of  a  window  or  a  building, 
ituch  unit  consists  of  not  le.s.s  than 
four  major  parts:  the  master 
frame,  which  is  permanently  at¬ 
tached,  and  not  le.s.s  than  three  re¬ 
movable  in.serts  consisting  of  two 
or  more  glass  inserts  and  one  or 
more  .screen  in.serts. 

A  combination  storm  door  is  a 
door  with  glass  and  .screen  in.serts 
including  all  the  hardware  required 
for  .serviceable  installation. 

Installation  of  double  hung  storm 
windows  means  that  the  master 
frame  shall  be  fasteiunl  to  the 
frame  of  the  window  in  such  a 
manner  as  to  make  the  entire  unit 
weather  proof  when  glass  in.serts 
are  in  closed  position.  All  move- 
able  parts  shall  move  freely. 

(’omparable  standards  of  weath¬ 
erproofing  and  movement  of  move- 
able  parts  shall  obtain  in  the  in¬ 
stallation  of  ca.sem.ent  storm  win¬ 
dows  and  storm  doors. 

All  materials  u.se<l,  including 
hardware  and  fastenings  shall  be 
rust  and  corrosion  resistant. 

‘L  Frame  Size  on  Price  Quotation 

If  the  price  of  a  combination 
storm  window  is  quoted  in  adver¬ 
tising,  it  shall  be  for  either  (a)  the 
medium  size  recognized  by  the  in- 


du.stry  (28"  x  55"),  with  indication 
that  other  sizes  are  proportionate¬ 
ly  priced,  or,  (b)  for  any  size  win¬ 
dow;  and  shall  be  .specifically  and 
conspicuously  qualified  as  to  which. 
For  example: 

a.  “28"  X  55"  medium  frame  size, 
larger  sizes  proportionately.” 

b.  “For  any  size  window”  up  to 
and  including  36"  x  72". 

4.  Installation  Charge 

If  a  price  is  quoted  in  the  adver¬ 
tising  of  combination  storm  win¬ 
dows  or  storm  doors,  it  shall  be 
clearly  and  conspicuously  qualified 
in  conjunction  therewith  as  to 
whether  it  includes  installation.  For 
example: 

“Price  Includes  Installation” 

“Installation  Extra” 

If  installation  is  extra,  the  usual 
or  normal  price  for  installation  and 
any  minimum  number  of  windows 
to  which  such  installation  charges 
a])ply  shall  be  clearly  and  conspicu¬ 
ously  stated  in  immediate  conjunc¬ 
tion  therewith. 

5.  Pricing  One  of  Several  Styles 
Offered 

If  the  price  of  a  combination 
storm  window  or  storm  door  is 
quoted  in  advertising  which  also 
de.scribes  other  styles  or  makes, 
the  typography,  illustration  and 
layout  shall  be  such  as  to  obviate 
any  impression  that  the  price  quo- 
{Continved  from  Page  63) 
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Banish  profit-eating  delay  on  your  mastic  jobs!  Now  you  can  have  America's  finest  mastic 
delivered  from  one  of  our  newly  established  distribution  points  as  quickly  as  you  sell  It 


.  .  .  and  Atomastic  sells  fast! 

Pressure-sprayed  mastic  sidewall  coatings  are  here  to 
stay.  Cinch  down  your  share  of  this  profitable  business 
with  Atomostic,  proven  by  nation-wide  performance 
to  be  tops  in  the  field  for  reliability,  quality,  reputa¬ 
tion  and  sales  appeal.  Our  factory  representative  will 
train  your  salesmen  and  applicators.  Write  today  for 
full  information. 

Writ*  0«partm*nt  B-8 

OLD  QUAKER  PAINT 


Rejuvenation!  This 
old  wooden  house 
gets  o  new  surface 


These  houses,  of 
stucco,  masonry 
and  wood,  reveal 
how  extremely  well 
the  new  asbestos 
mastic  compounds 
adhere  to  any  side- 
wall  surface  — 
rough,  smooth  or 
in-between. 


rhoto  courtesy  The 
I'crftex  Corporaium 


mastic  compound 
that  is  fu$ed  to  the 
wood  to  last  a  life¬ 
time. 


— Photo  courtesy  The 
Kc  Xu  It  Coiporalion 


Photo  left  shows 
the  windows  of  a 
house  masked  for 
a  coating  of  asbes¬ 
tos  mastic.  Note, 
right,  the  finished 
job.  New  Beauty, 
enduring  tough¬ 
ness. 


-  -Photo  courtesy 
Kcitifex  C't>rporation 


Sprayed  Sidewall 


which  is  eld, 
cracked,  discolored 
can  be  transform¬ 
ed  with  an  appli¬ 
cation  of  sprayed 
sidewall  resurfaces 
is  clearly  illus¬ 
trated  here. 


Quaker  Paint  (  o 
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Resiufacers 


Photo  coMrtejy  The  Re  It  CorP 


Asbestos  mastic  compounds  renew  and  protect  in  one,  easy 
low-cost,  pressure-sealed  application  of  tasting  beauty 


Resurfacing  old  sidewaiis 

with  the  newly-developed 
mastic-asbestos  compoimds  has  al¬ 
ready  expaniled  into  a  tremendous 
market — and  is  inoreasinjjr  daily. 
One  of  the  main  reasons  for  this  is 
— to  put  it  into  one  dealer’s  words 
— “it’s  so  easy  to  sell ;  it  is  so  f/ood 
a  product  and  has  so  mamj  clear 
advantages  that  any  homeowner 
who  is  considering  a  sidewall  re¬ 
surfacing  job  is  automatically  in¬ 
terested.” 

For  those  dealers  who  have  as 
yet  only  a  vague  knowledge  of  the 
ma.stic-asbestos  compounds,  as  well 
as  for  those  who  anticipate  moi-e 
or  less  immediate  expansion  into 
this  highly-profitable  market  and 
are  anxious  to  explore  its  possibili¬ 
ties,  it  might  be  well  to  recall  to 
mind  a  few  basic  facts — about  the 
material  itself,  its  application,  the 
equipment  needed,  costs,  and  the 
many  unusual  advantages  this  new 
resurfacing  material  offers. 

The  composition  of  the  com¬ 
pound  is  interesting  in  itself.  Al¬ 
though  it  is  mai’keted  under  a  vaid- 
ety  of  trade  names,  the  material  is 
basically  a  mastic,  not  a  paint.  The 
formula  varies  according  to  the 
manufacturer,  but  it  contains  mas¬ 
tic  and  asbestos.  In  addition,  it  may 


From  Data  Furnished  By: 

The  Re-nu-it  Corporation,  New 
York,  N.  Y. 

Carbozite  Protective  Coatings 
Industrial  Research  Engineering, 
Chicago,  Ill. 

Old  Quaker  Paint  Company,  Inc.. 

Los  Angeles,  Cal. 

The  VerFlex  Co..  Inc.,  Carlstadt, 
N.  I. 

Kenitex  Corporation,  Los  Angeles, 
Cal. 

Perma-Face  of  America,  Pittsburgh. 
Pa. 


contain  mica,  perlite,  sometimes 
silicon,  together  with  the  necessary 
pigments  to  color  it,  special  bind¬ 
ers,  and  waterproofers. 

Asbestos 

Asbestos  is  included  in  all  for- 
niulaes  because  of  its  well-proven 
hardness  and  toughne.ss.  It  pre¬ 
vents  abrasion  and  adds  fire  re¬ 
tarding  qualities.  In  addition,  its 
peculiar  fibrous  structure  is  of  spe¬ 
cial  value  because  it  reinforces  the 
compound,  absorbs  the  stresses  and 
.strains  of  expansion  and  contrac¬ 
tion,  thus  prohibiting  the  forma¬ 
tion  of  cracks,  voids  and  blisters  so 
usual  in  paint. 


Perlite  is  a  newly  discoveretl 
rock  of  volcanic  origin  which  may 
be  found  in  .some  resurfacers.  It  is 
a  remarkable  ore  with  unusual  in¬ 
sulating  qualities,  each  snow-white 
particle  of  it  containing  countless 
.sealed-in  air  cells — each  a  partial 
vacuum.  It  is  these  cells  in  perlite 
which  give  the  substance  its  unique 
insulating,  .sound-deadening  and 
extraordinary  light-weight  quali¬ 
ties.  ^Exceptional  durability  is  an¬ 
other  outstanding  quality  afforded 
by  perlite.  It  is  unaffected  by  wa¬ 
ter,  alkali  or  mildew. 

Mica  is  a  very  hard  flaky  mate¬ 
rial  obtained  mainly  from  pegma¬ 
tites  and  granites.  When  u.sed  in 
the  mastic  compound,  it  lends  rein¬ 
forcing  action  because  of  the  lami¬ 
nated  effect,  and  provides  a  tough¬ 
ening  action  preventing  checking 
and  cracking.  It  is  chemical  and 
heat  resistant,  and  because  of  its 
brilliance  and  light-reflecting  quali¬ 
ties,  it  increa.ses  the  brightness  and 
beauty  of  the  ma.stic.  Completely 
resistent  to  both  light  and  moi.s- 
ture,  it  also  functions  as  an  insu- 
nu  Page  89) 

Photo  above:  o  weather-worn  brick  struc¬ 
ture  acquires  new,  lasting  protection  with  a 
sprayed  sidewall  resurfacing  fob. 
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3edco  predentd . . . 


THE  GREATEST  ADVANCEMENT 
TO  DATE  IN 

T)riple  Z)rack 
cAU-'cAluminum 


FEl>CO  is  the  heavyweight 
champion  of  them  all . 


KF^UCO  will  set  the  stand¬ 
ard  for  the  storm  window 
industry  . 


F'KDCO  is  custom  quality, 
fully-extruded  with  smart, 
smooth  lines;  positive,  over¬ 
all  interlocking  weather- 
seal  . 


Combinationd 


It’s  the  smoothest  job  the  industry 
has  seen.  Every  feature  .  .  .  but  no 
gadgets.  Elegant  ...  but  priced  to 
click  off  sales. 

And.  the  slickest,  simplest,  quickest  in¬ 
stallation  ever.  Start  fnjoying  your  storm 
timtdott’  business  notv! 


KEDCO  has  welded  ear¬ 
ners,  rigid  construction,  po- 
sition-locking  inserts,  ex¬ 
tra  wide  overlap  frame, 
timplihed  installation  . 


KEDCO  telescope  ■  bottom 
eliminates  fitting  problem. 
.Special  “weepers^*  drain  off 
any  water  seepage . 


FEDCO  knows  no  problem 
of  size  ...  IS  custom 
tailored  to  fit  windows  and 
enclosures  of  every  descrip¬ 
tion  . 


CALL  OR  WRITE  NOW!  f 


Tel.:  Vi  5-24110 

FEDERilL  SCREEN  &  SMH  CO. 

85  E.  MERRICK  RD.  VALLEY  STREAM,  L.  !„  N.  Y. 


I  FEDERAL  SCREEN  It  SASH  CO.  ( 

I  85  E.  .Merrick  Rd.,  Valley  Stream,  L.  1. 

I  Please  send  the  complete  story  on  FEDCO. 

I  DEALER: . 


I  ADDRESS . 

I 

I  CITY  k  STATE . PER. 


u  0  COWBWMWN 

WNOOVIS 


!j  ASSEMBLE  THEM  YOURSELF 

IJ  and  reap  the 

EXTRA  PROFITS 

H ^ —  Assembly  is  easily  done  without  expensive  equip- 

sa.  COMBIIUIION  «>.S0I>S  ™n..Doi.inyo,r.h«p»  o,.h.iob. 

ALUMINUM  STAHHESS  STEEL  COMPO  has  many  exclusive  features  for  easier 

and  REDWOOD  selling,  added  beauty  and  greater  profits.  Sell 

For  Less  —  Make  More. 

Writt,  wire  tr  phtnefor  further  informatiin  te  Dept  2-19  LOWEST  DEALER  PRICE 

EASY  TO  SOL  AND  INSTALL 
FASTEST  DELIVERY 
NATIONALLY  ADVERTISED 


ALUMINUM 
COMBINATION 
DOORS  &  SCREENS 


I  miracle 

PRODUCTS  COMPANY 

115221  W.  11  MILE  RD.  BERKLEY,  MICHl 


Phene  JOrdan  4-5944 
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CROWN  STEEL  WALL  TILE 


and 


OWN  PLASTIC  WALL  TILE 


Good  News  for  the  profit  mindedi  The  makers  of  Crown  Steel  Wall  Tile  — — 
the  tile  that’s  famous  for  selling  fast  —  bring  you  another  profit  oppor* 
tunity.  It's  all-new,  all  beautiful  Crown  Plastic  Wall  Tile! 

lltMo’s  plastic  tile  that’s  hacked  up  by  a  company  already  famous  for  pro- 
ducinjf  steel  wall  tile  of  proven  (piality  —  (piality  so  hi^h  it  earned  a  bonded 
jruarantee!  Now  you  can  make  the  most  by  selling  the  best — the  best  metal 
wall  tile — the  best  plastic  wall  tile.  If  you  handle  Crown  Steel  and  Plastic  tile, 


STEEL  WALL  TILE 


you  have  no  rea.son  for  selling  anything?  but  the  best  tile  in  its  field! 

Sell  ’em  both  and  you’ll  sell  plenty  and  earn  plenty!  (let  dtdails  now  on  Ci'own 


Steel  Wall  Tile  and  the  pieat  new  Crown  Plastic  Wail  Tile.  Use  the  coupon  below. 
Whatever  customers  want  you  have  with  Crown  Steel  Wall  Tile!  A  complete 
ranjre  of  warm,  popular  colors  ...  a  complete  ranjje  of  sizes  includinjr  the  fast- 
.selliuK  10"  X  10"  size.  Crown  Steel  Tile  brings  you  all  you  need  to  make  a 
pile  .sellinp  tile! 

You’re  in  wonderful  sluipe  with  Crown  Plastic  Tile!  Crown  Plastic  features 
rich,  lustrous  colors  with  the  added  beauty  of  subtle  marbleizinK.  All  the 


sh.apes  you  need  foi‘  complete  installations,  plus  Crown  Tile’s  accepted,  estab-  p|_/LSTIC  WALL  TILE 
lisbed  «|uality! 

Crown  Tile  backs  you  up  with  coirtplefe 
powerful  soles  sfimulatorst  Sparkling  4- 
color  brochures!  Attention-getting  state- 
ment  staffers!  High-fidelity  color  charts! 
Hard-hitting  advertising  mots  and  many 
other  compelling,  convincing  sales  aids! 
They  boost  your  soles  all  the  way  In 
every  way/ 


r‘ 


THE  OHIO  CAN  &  CROWN  CO. 
Dept.S  Massillon,  Ohio 

Te/f  me  how  t  can  moke  more  by  selling  both  Crowts 
Steel  Wall  Tile  and  Crown  Wos/ic  Wall  Tile, 

I  am  a  dealer  I  am  a  distributor ..  _ _ 

(please  check  one) 

Name  _  _ _ _ 

Address  _ _ 

City  _  Zone  State  .  _ 


L_. 


.J 


WALL  TILE 
the  Ohio  can  &  crown  co« 
massillon,  ohio 


Zone 


State 
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BUILDING  SPECIALTIES 


Redwood  Combinatioii  Windows 


Tell  your  customers  they  save 
fuel — keep  out  dust  and  soot — 
reduce  street  noises  and  pro¬ 
vide  effective  humidity  control 


By  B.  A.  GAMMEL 
Soles  Manager 
F.  E.  Schumacher  Co. 


Any  convsideration  of  combina¬ 
tion  storm  windows  must  in¬ 
clude  many  factors  of  which  the 
following  are  most  important:  ma¬ 
terial  from  which  the  product  is 
manufactured;  product  designs; 
service  life:  and  efficiency  of  op¬ 
eration. 


In  re8i)ect  to  combination  win¬ 
dows  and  doors  made  of  wood, 
California  redwood  deserves  first 
recognition  on  the  basis  of  its  rec¬ 
ord.  Kiln-dried  redwood  is  of  out¬ 
standing  durability,  and  the  heart- 
wood  of  this  tree  possesses  an  ex¬ 
ceptionally  high  capacity  for  decay 
resistance.  In  fact.  United  States 
h'orest  Production  Laboratory  tests 
show  its  heartwood  to  be  durable 
even  under  conditions  favoring  de¬ 
cay. 


Another  important  factor  is  re- 
.si.stance  to  dimensional  changes, 
for  all  materials  undergo  physical 
changes  for  one  reason  or  another 
— usually,  as  a  result  of  tempera¬ 
ture  changes  or  moisture  condi¬ 
tions.  Temperature  changes  make 
.some  materials  expand  or  contract ; 
moi.sture  changes  make  some  ma¬ 
terials  .swell  or  shrink.  While  many 
different  species  of  trees  provide 
lumber  that  is  little  affected  by 
moi.sture  conditions?,  of  all  commer¬ 
cially  important  woods,  redwood  is 
the  least  affected.  Redwood  can 
be  subjected  to  considerably  more 
dra.stic  moi.sture  changes  before 
reflecting  dimensional  changes  than 
can  other  commercial  woods. 

Insulation 

A  .second  point  to  be  considered 
is  the  insulating  properties  of  the 
material.  Redwood  is  an  organic 
material  as  opposed  to  inorganic 
material  like  .stone,  glass  or  metal. 
Organic  materials  have  a  cellular 
.structure  that  provides  far  higher 
insulating  qualities  that  does  the 
structure  of  inorganic  materials. 
Among  woods,  redwood  has  been 
shown  to  possess  unusually  low 
thermal  conductivity  .  .  .  lower 
than  the  average  of  other  woods 
tested. 

Naturally  the  sash  of  a  combina¬ 
tion  window  or  door  is  a  most 
important  feature  to  consider, 
Gla.ss  is  glass  and  i)o.s.ses.ses  uni¬ 
versal  insulating  qualities.  The  in¬ 
sulating  material  that  surrounds 
glass,  how'ever,  is  what  makes  one 
combination  window  a  better  in¬ 
sulator  than  another. 

(Continued  on  Page  86) 


Kiln-rfriad  r«4- 
woo4,  oyttandiiif 
for  ita  dyrability, 
it  ytyd  in  Hiy  con- 
ttryction  of  tbo 
kondtonio  combi- 
notion  storm  win¬ 
dow  shown  boro — 
o  foctory-ossom- 
blod  ynit  com^loto 
with  bordworo  to 
provide  oosiost 
bondlinf  in  ond 
oyt  of  stock  ond 
low-cost  instollo- 
tion. 


PktHo  courtt'sy 

h'  E.  St'humai  krr  Co. 


Insert  shows  a  closeup  of  tension  screens.  Each  screen  consists 
of  aluminum  top  and  bottom  bars  screwed  into  ploce  with 


l*hoto  courtt'sy  A’in/ii/t  r  l.ung  (\ 

screen  cloth  stretched  inbetween.  Top  bar  has  slide  catches; 
bottom  on  adjustment  to  keep  screens  against  blind  stops. 


WVCf  AN  CADWNCb  resistant,  easy  to  install, 

1  lillljlwN  dvIUlJEllVMa  never  need  painting,  can't  stain  walls 


From  Data  Furnished  By 
Rudiger-Long  Co. 

traditional  wood  frame 
I  screen  has  been  rapidly  disap¬ 
pearing  from  new  construction, 
particularly  throughout  the  south 
and  on  the  Pacific  coast.  Its  suc¬ 
cessor  is  the  modern  all  aluminum 
tension  screen. 

Several  million  tension  screens 
have  been  installed  in  the  past  four 
years,  mainly  outside  the  area 
where  storm  cash  is  commonly  u.sed 


during  winter.  The  chief  reason  for 
the  popularity  of  the  tension  screen 
among  builders  is  that  it  costs  less 
installed. 

A  tension  screen  consists  of  a 
top  and  bottom  bar  of  aluminum, 
with  screen  cloth  in  between.  The 
top  bar  is  usually  held  in  place  with 
three  wood  screws  and  sliding 
catches.  The  bottom  bar  incorpo¬ 
rates  an  adjustment  of  some  sort 
designed  to  keep  the  screen  under 
sufficient  tension  so  that  the  special 
selvedge  fits  tightly  against  the 
blind  stop. 


The  screen  swings  out  of  the  way 
for  window  washing  when  the  bot¬ 
tom  bar  is  released.  ALso  the  top 
bar  is  easily  detached  so  the  screen 
can  bt‘  rolled  up  for  convenient 
winter  storage. 

Tension  .screens  are  available  in 
sizes  to  fit  any  double-hung  wood 
window.  Dealers  stock  modular  and 
Eastern  fractional  sizes,  and  spe¬ 
cial  sizes  are  made  on  order.  The 
planing  and  fitting  customary  with 
wood  frame  screens  is  eliminated. 

(Continved  (m  Page  92) 


Alumido 


The  Door  To  Comfort,  Economy 


PHONE 

YOUNGSTOWN,  OHIO 


ALUMIDOR  MFC.  COMPANY,  STRUTHERS,  OHIO 


BUILDING  SPECIALTIES 


Yes,  ules  on  Alumidor  ere  still  growing  every 
dey  by  leeps  end  bounds  —  because  it  has  a 
great  appeal  to  homeowners  plus  rugged  dura¬ 
bility,  beauty  and  balance. 


All  of  Alumidor's  selling  features  are  too 
numerous  to  mention  here,  but  Alumidor  is 
outstanding  because  it  is  the  only  door  with 
graceful  fluted  side  and  head  rails  on  the 
outside  and  is  Mtin  smooth  on  the  inside.  They 
can  be  sold  with  either  butt-end  or  mitered 
corners. 


A  few  K.  D.  distributorshipi  are  still  avail¬ 
able.  Present  Alumidor  Distributors  have 
sufficient  inventories  to  supply  dealers. 


SucceMfel,  prosperous  ulesmen  uy,  “this  is 
the  door  that  leads  to  profit”,  but  to  get  the 
whole  story,  drop  us  a  line  today. 
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Photo  ooHrtt'sy  C-ThrH  .IlkmiHum  .‘fn'NiHi/  Co. 


Shown  above  is  o  very  large  aluminum  commercial  awning  of  She  filed  louver  type. 
Awning  in  this  cose  has  decided  decorative  effect  as  well  as  practical  value. 


Sell  Commercial  Aivninffs 

They  are  a  necessity  tor  90%  oi  stares  and 
a  source  oi  added  proiits  lor  dealers 


From  the  viewpoint  of  .selliiiK. 

a  number  of  characteri.stics  dis- 
tiiiKui.sh  the  commercial  and  in.sti- 
tutional  awniiiK  from  the  re.siden- 
tial  awniiiK.  Of  the.se,  one  of  the 
mo.st  important  i.s  the  fact  that 
the  commercial  and  in.stitutional 
type  i.s  .seldom  a  lu.xury.  The  home- 
owner  may  or  may  not  )iec(l  .sun 
(irotection.  Very  often  he  will  buy 
awniiiK.s  .simply  to  add  to  the  at- 
tractivenes.s  and  color  of  hi.s  home. 
On  the  other  hand,  it  i.s  difficult 
to  find  a  retail  .store,  a  factory,  a 
ho.spital  or  a  hotel  which,  having 
in.stalled  awninjf.s  and  experienced 


the  many  benefit.s  they  provide, 
doe.s  not  .soon  con.sider  them  a  ne- 
ce.s.sity. 

Thi.s  i.s  an  important  difference 
and  it  i.s  well  to  keep  it  in  mind. 

Retailers 

Take  the  .store  for  example.  It  i.s 
e.stimated  that  there  are  more 
then  2  million  retail  outlet.s  in  thi.s 
country  today.  By  1954,  250,000 
more  will  be  added.  And  althou^rh 
approximately  only  half  of  the.se 
can  be  .said  to  be  located  on  the 
“.sunny  side”  of  the  street,  stores 
that  are  not  exposed  to  at  least  a 


few  hours  of  direct  sunliKht  a  day 
are  decidedly  in  the  minority.  It  i.s 
perhaps  .safe  to  kuc.ss  that  most 
stores,  possibl.v  as  many  as  80  or 
90  percent,  require  .some  .sort  of 
sun  protection  to  prevent  fadiiiK 
or  other  damaRe  to  displayed  mer¬ 
chandise.  Any  retailer  will  tell  you 
that  faded  merchandi.se  i.s  .salvaffe 
merchandi.se,  and  over  the  period 
of  a  year,  thi.s  .salvage  can  mean 
a  ci)nsiderable  lo.ss  of  profit  to  the 
store  owner. 

The  ho.spital,  the  factory,  the 
hotel — the.se,  too,  have  imj>ortant 
(('(i)itinnt’d  tni  Pdf/c  81) 


Large  awning  shown  below  at  left  is  of  the  aluminum  filed 


Double  roll-up  type  aluminum  awning  in  right  hand  photo 
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BUILDING  SPECIALTIES 


CiMvstssing  Still  Brings 

In  The  Most  Leads 

Here  are  some  helpful  suggestions 
on  how  to  approach  the  housewife 


DKSPITK  all  the  varied  and  in- 
{fenious  methods  used  to  brinjf 
leads  into  the  office,  building  spe¬ 
cialty  contractors  generally  agree 
that  the  time-old  and  practice- 
proved  system  of  direct  canvassing 
of  homes  remains  the  most  effec- 


By  W.  F.  ALDRIDGE. 
Advertising  Manager. 
R.  D.  Werner  Co..  Inc. 


Within  the  last  five  years  light¬ 
weight  metal  ladders,  scaffolding 
extensions  and  steps  have  gained 
a  tremendous  {xipularity  and  ac¬ 
ceptance  by  trade  people,  me¬ 
chanics,  homeowners  industrial 
plants,  etc.  Because  of  their  ex¬ 
tremely  light  weight  it  is  com¬ 
paratively  easy  for  one  man  to 
manipulate  a  30  ft.  aluminum  ex¬ 
tension  ladder,  whereas  heavy 
w{X)d  ladder  equipment  would  be 
very  unwieldy. 

Materials  handling  equipment 
manufacturers  have  long  recog¬ 
nized  that  greater  efficiency,  in¬ 
creased  pn>duction  and  fewer  ac- 

Plieto  •*  rithr  shows  so»on»o4  doubio 
swodfod  runf  consSructioii  which  will  wiHi- 
stood  torsoo  tosts  up  to  4600  inch  pounds. 
Usors  of  motol  loddors  oro  ossurod  of  uni- 
fomi  strontth  choroctoristics  in  ony  loddor 
hoorinf  tho  sool  of  tho  Motol  Loddor  Mfrs. 
Assn. 


tive  of  them  all.  The  spoken  word 
between  two  parties  easily  suj)er- 
.sedes  radio,  newspaper,  direct  mail 
or  television  as  a  means  of  signing 
them  up. 

Since  this  initial  call  is  .so  im¬ 
portant  in  canvassing,  it  is  essen- 


cidents  are  just  a  few  of  the  im- 
|M)rtant  factors  which  have  influ¬ 
enced  the  increa.sed  .sales  of  their 
products.  As  with  any  new  product 
or  tool  there  is  always  an  element 
of  skepticism  which  has  to  be 
faced.  The  new  products  or  tool 
always  has  a  challenge  to  meet, 
(Continued  on  Page  71) 


tial  that  the  salesman  use  every 
psychological  advantage  in  his  con¬ 
trol  to  make  the  sounde.st  impres¬ 
sion.  We  all  know  that  the  morn¬ 
ing  hours  are  the  best  for  this 
purpose  when  Mrs.  Hou.sewife  is  at 
home.  But  the  main  job  on  this 
first  trip  is  to  make  a  definite  ap- 
IK)intment  to  demonstrate  the 
in’oduct  when  both  husband  and 
wife  are  home,  preferably  the 
.same  evening  or  as  near  to  the 
initial  call  as  jwssible. 

Proper  Approach 

Proper  approach  in  addressing 
the  hou.sewife  still  remains  vitally 
important  if  a  .salesman  is  going 
to  get  the  proper  reception.  Vet¬ 
erans  at  the  game  take  the  trouble 
to  forearm  them.selves  in  advance 
and  so  make  sure  of  a  friendly 
greeting.  They  study  city  direc¬ 
tories  and  cross-section  telephone 
directories  to  learn  the  name  of 
the  house  occui)ant.  A  pro.spect 
called  by  name  when  the  door 
opens  is  most  di.sarming. 

The  opening  conversation  should 
be  something  like  this: 

“Good  morning,  Mrs.  Jones,  I 
am  Mr.  Smith  of  the  Home  Im¬ 
provement  Co.  I  stopped  by  to  talk 
to  you  about  our  Modern  home 
comforting  service.  May  I  come  in 
for  just  a  moment?”  or 

“Good  morning,  Mrs.  Jones.  I 
am  Mr.  Smith  of  Home  Improve- 
(Continued  ov  Page  68) 


Proper  Safety  Rules  Plus  Light  Metal 
Ladders  Help  Prevent  Employee  Accidents 


-  PhM,t  rourtrsy  R.  D.  U'erntr,  Inf. 
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AFTER 


BEFORE 


Kentf^ 


GET  INFOR¬ 
MATION  TODAY 
ON  THIS  "NEWi 
MAGIC  FOR  f 
OLD  HOMES."  J 


Your  Namo 


Stroot 


DISTINCTIVE  NEW  BEAUTY! 

. . .  your  choice  of  modern  colors! 

NEVER  NEEDS  PAINT 
FIRE  RETARDENT -WATERPROOF' 
INSULATES  AGAINST  HEAT  AND  COLD! 
INCREASES  BUILDING'S  VALUE! 

LIFE  EXPECTANCY  15  TO  20  YEARS! 

. . .  without  chipping,  cracking  or  peeling! 

Manufactured  by  the  Kenitex  Corporation,  world's 
largest  exclusive  manufacturer  of  exterior  coatings. 


Kenitex  Corporation 
2959  S.  Fairfax  Ave., 
Los  Angeles  16,  Calif. 


O  1950  KonifOH  Corp 
KCnS  (5361 


Prptswr'p-Spolpd  to  SidowolU  in  Ono 
Low-Cott  Applicotiofi.  This  rovolu- 
tionory  finish  is  shot  on  by  poworful 
air  prosturo  —  fills  crocks  and  hoUs, 
hidos  ugly  flows,  givos  o  booutiful 
tpAturo  thot's  actually  thiciror  thon  10 
coats  of  painft  Applied  without  fuss, 
muss,  or  odor. 


THE  MOST  WAMTID 
-MOST  mHITATlD 
ORIGIMAl  EXmiOR  COATING 


FOR  NEW  HOMES— This  long-lasting  finish  retains  its 
beauty  year  after  year  without  chipping,  cracking  or 
peeling! 


FOR  COMMERCIAL  BUILDINGS  -  Asbestos  KENITEX 
avoids  costly  maintenance;  keeps  new  looking! 


KENITEX  has  been  laboratory-tested  and  used  by  the 
most  prominent  industrial  concerns,  as  well  as  applied 
to  over  100,000  homes  from  coast  to  coast! 


trodomork 


FOR  OLDER  HOMES- Asbestos  KENITEX  bonds  per¬ 
fectly  to  stucco,  brick,  block,  frame  and  stone  —  hides 
old  flaws  yet  retains  original  lines. 


DEALERS  —  DISTRIBUTORS 

Completion  of  onother  new 
Coast  plant  permits  os  to  make 
more  exclusive  territories 

WRITE,  WIRE  OR  PHONE  TODAY! 
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mROVUaNG! 

THE  BONNELL  STORM  DOOR 

Ifs  HEW! 

It's  DtEFEREHT! 

It's  OUTSTAHdlNG! 

A  sturdy  wood  frame  that  guar¬ 
antees  faster,  more  economical 
installations 

An  aluminum  double  hung  window 
that  assures  easy  interchange  from 
glass  to  screen 

Simple  operation  that  provides  reg¬ 
ulated  ventilation  both  summer  and 
winter 

Anodized  Aluminum  for  lasting 
protection  against  weathering 

We  have  combined  the  durable  qualities  of  aluminum  with  the 
economy  features  of  wood,  to  bring  you  the  most  outstanding 
and  practical  combination  storm  door  on  the  market  today. 

Write  todoy  for  information  regarding  prices  and  detWery.  Don't  delay — Do  it  NOW! 

THE  BONNELL  MANUFACTURING  COMPANY 

1311  EDGEHILL  ROAD  .  Phone:  WAInut  4155  COLUMBUS  8,  OHIO 


Installing  Attic  Fans 


From  Data  Furnished  By 
Propeller  Fan  Mhs.  Assn. 


TN  attic  fan  installations,  wide 

differences  in  the  types  of  houses 
in  northern  and  southern  climates 
must  be  noted.  The  majority  of 
dwellings  in  northern  climates 
have  either  open  attic  spaces  or 
flat  roofs  with  no  attic  spaces.  In 
southern  climates  the  majority  of 
hou.ses  have  unfinished  attic  .spaces. 

In  the  hou.ses  with  finished  or 
sealed  attics,  the  fan  may  di.s- 
charge  through  an  exi.sting  win¬ 
dow  or  an  opening  provided  for 
this  purpo.se.  Such  openings  may 
be  either  in  an  end  wall  or  in  a 
dormer  in  the  sloping  portion  of 
the  roof.  In  either  case  the  air  is 
di.scharged  directly  to  the  outside 
with  the  attic  acting  as  the  plenum 
chamber. 

In  hou.ses  with  flat  roofs,  a 
penthouse  or  cupola  connected  di¬ 
rectly  to  the  finished  ceiling  open¬ 
ing  by  an  air  shaft  should  be  pro¬ 
vided.  But  where  the  house  has 
an  unfinished  attic  space,  the  fan 
is  then  located  near  the  ceiling 
oi)ening  and  discharges  into  the 
attic  space  and  on  to  the  outside 
through  properly  located  and  sized 
louvres. 


Workmen  inil-alling  a  com¬ 
pletely  assembled  fan  unit  over 
the  prepared  ceiling  opening. 

f*h  >to  courteiy 

Hunt  ft  Pan  l*t'nftfotinff  i'o. 


Fans  which  exhau.st  directly  to 
the  outside  should  be  Iwated  so 
that  they  di.scharge  with  —  not 
again.st  the  prevailing  wind.  F''ans 
which  exhau.st  into  the  attic  from 
a  space  below  should  be  located 
over  a  central  hallway  as  di.stant 
as  iK).ssible  from  all  of  the  rooms 
to  be  cooled.  Where  no  hallway 
is  available,  the  .same  principle 
should  be  applied  in  locating  a 
fan  over  a  room  below.  The  fan 
di.scharge  should  be  kept  as  far 


as  possible  from  adjacent  walls, 
chimneys,  and  the  like. 

The  following  types  of  instal¬ 
lations  cover  the  majority  of  ca.se.s. 

F'ans  which  di.scharge  horizon¬ 
tally  are  usually  in.stalled:  1.  In 
an  outside  wall  if  the  attic  is  fin- 
i.shed  and  tight.  2.  On  the  attic 
fi(X)r  with  a  plenum  chamber  if  the 
attic  is  unfinished.  3.  In  a  pent- 
hou.se  or  cupola  if  the  building  has 
a  flat  roof  with  no  attic  space. 

(Conti nurd  on  Page  8.3) 
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Left:  Two  or  more 
blindi  con  be  op¬ 
erated  under  a  tin¬ 
gle  head.  This  it 
an  ideal  feature 
for  ditplay  window 
intfollationt. 


BUILDING  SPEaALTIES 


New  Developments 
Improve  Sales  Potential 
of 


By  ROBERT  LARKIN 
Levelor  Lorentzen,  Inc. 


'■PHE  amazing  versatility  of  to- 
*  day’s  Custom  Venetian  makes 
it  the  ideal  solution  to  many  for¬ 
merly  complex  window  problems. 
Simultaneously  it  offers  the  sale.s- 
man  a  wide  range  of  custom  fea¬ 
tures  that  not  only  add  to  his  cus¬ 
tomer’s  complete  satisfaction,  but 
also  increa.se  the  value  of  the  sale. 
This  means  both  good  busine.ss 
now  and  an  increased  chance  for 
repeat  business  later. 

Basically  the  Custom  Venetian 
gives  greater  value  for  the  money 
than  does  any  other  form  of  win¬ 
dow  covering.  Cu.stom  Venetians 
are  available  in  a  wide  range  of 
decorator  colors  with  either  match¬ 
ing  or  contra.sting  tapes  and  cords 
to  fit  any  decorating  .scheme. 
Controlled  ventilation,  controlled 
glare-free  light,  protection  of  fur¬ 
nishings  from  fading  and  complete 
privacy  are  but  a  few  of  their  in¬ 
nate  advantages.  The  oi)erating 
mechanism  of  tcalay’s  fine  custom 
Venetian,  as  di.scussed  in  previous 
articles,  assures  a  lifetime  of 
smooth,  trouble-free  performance. 

In  addition  to  all  these  basic 
adv'antages,  many  new  features 
have  been  developed  which  add 
greatly  to  the  beauty  and  function 
of  today’s  fine  Custom  Venetian. 

The  wise  salesman  for  Custom 
Venetians  now  seeks,  rather  than 
avoids,  problem  windows,  for  here 
lies  his  opjMirtunity  for  greater 
.service  and  profit.  Lt't  us  consider 


(Third  of  a  Series) 


a  few  of  these  problem  windows 
and  how  to  solve  them  with  Cus¬ 
tom  Venetians. 

At  the  present  time,  many  homes 
and  offices  are  installing  window 
air  -  conditioning  units.  Usually 
these  units  are  not  as  wide  as  the 
window.  The  bottom  bar  of  the 
ordinary  Venetian  re.sts  flat  across 
the  top  of  the  air  conditioner 
leaving  unsightly  gaps  on  either 
side.  The  salesman  for  Custom 
Venetians  can  offer  a  blind  built 
to  fit  and  operate  perfectly  around 
the  unit,  giving  the  window  a  com¬ 
pletely  tailored  appearance. 

Bay  windows  offer  another  op- 
l)ortunity  for  the  sale  of  a  better 
cu.stom  installation.  The  three  or 
more  windows  in  the  bay  can  be 
fitted  perfectly  with  a  .set  of  blinds 
that  operate  as  one  unit.  One  tilt 
cord  tilts  all  three  blinds  giving 
easy  uniformity  of  tilting  angle 
as  well  as  convenience.  Lift  cords 
are  grouped  together  at  the  side 
of  the  bay  next  to  the  tilter.  Blinds 
(Continued  on  Page  76) 


Right:  Drapery 
rods  and  wood 
cornices  con  be  at¬ 
tached  to  the  met- 
ol  head  of  the 
modern  custom 
Venetian  blind. 


Right:  Custom 
built  Venetian 
with  4  tapes  fitted 
to  accommodate  a 
room  air  condition¬ 
er  and  permit  com¬ 
plete  sun  control. 


Above:  All  3  blinds  con  be  op¬ 
erated  simultaneously  by  one 
cord  either  for  tilting  or  raising 
and  lowering  by  one  cord.  An 
ideal  feature  for  bay  windows. 
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6  REASONS  WHY  ITS  THE 


FASTEST-SELLIN6  BOOR 


IN  THE  RUSINESS  TODAY! 


1 

2 

3 

4 

5 
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Dealer  sales  continue  to  rise!  Last  month,  one  of  our  dealers  reported  an 
increase  of  71  %  over  September,  1951  sales.  He  sold  86  dtx)rs  at  a  gross 
profit  of  $2,236.(M). 

The  Moloney  All-Weather  Door  creates  three  times  its  value  for  you  in 
u’hniou’  sales. 

The  Moloney  Door  is  cornpetitii  ely  priced.  Both  dealer  and  salesman  get 
full  percentage  mark-up. 

No  large  inventories  needed;  no  fractional  sizes  necessary.  Exclusive 
Ad  just  o  PrecisioH  Cbauuels  fit  96%  of  all  d(K)r  casings  .  .  .  insure  faster, 
easier,  trouble-free  installation. 

It’s  the  finest  aluminum  combination  d(H)r  on  the  market;  made  by  the 
oldest  exclusive  combination  door  manufacturer  in  the  business. 

Powerful,  full-color  national  advertising  and  attractive,  free  dealer  aids 
are  professionally  designed  by  one  of  America’s  biggest  advertising  agencies. 


I 


Don't  miss  any  sales— get  on  the  Moloney  map  now! 

Exclusive  DISTRIBUTORSHIPS  and  DEALERSHIPS 
still  available  in  many  profitable  territories. 

THE  MOIONEV  COMPANY 

2409  Terminal  Tower  *  Cleveland  13,  Ohio  *  PRospect  1-0705 

IN  CANADA.  The  Moloney  D<x)r  is  manufactured  and  sold  by  MOLONEY 
AI.UMINIIM  PRODS.  OF  CANADA,  LTD.,  41  Lewis  St.,  Ft.  Eric,  Ontaria 


WORLD'S  LARGEST  MANUFACTURER  OF  ALUMINUM  COMBINATION  DOORS 


See  this  powerful,  full-color  acf  in  October  American 
Home,  ancf  November  Better  Homes  ancf  Gardens 


^2!^  with 


gives  you 
lasting  boauty 
°^>ing  comfort... 
economy. 

^ ‘Combination 

you  t 


h.K.1 
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New  Products 

(Continued  from  Page  17) 


New  Ruberoid  Asbestos 
Cement  Siding 

A  new  product,  called  Shadow- 
edge,  desijfned  to  enhance  the  ap¬ 
pearance  and  provide  added  in- 
sulatinK  value  to  asbestos-cement 
siding;  has  In^en  introduced  by  The 
Ruberoid  Co. 

The  new  product  is  tapered 
a.sphalt  double  coursing  strip  (size 
12"  X  36"),  approximately  1/16" 
thick  at  the  head  and  5/16"  at  the 
butt,  which  thru.sts  the  lower  edge 
of  the  siding  shingle  forward,  cre¬ 
ating  a  rich  deep-shadow  thick- 
butt  api)earance  which  is  .so  de¬ 
sirable  for  shingled  sidewalls. 

In  addition  to  creating  improved 
sidewall  appearance,  Shadowedge, 
according  to  the  announcement,  is 
e.ssentially  an  asphalt  weather 
strip,  providing  both  added  in¬ 
sulation  and  more  effective  protec¬ 
tion  again.st  weather.  It  may  be 
applied  over  any  type  of  board  lum¬ 
ber,  plywood,  gypsum,  fibre  l)oard 
or  other  form  of  slu*athing  mate¬ 
rial.  While  designed  |)rimarily  for 
use  with  asl»estos-cement  siding, 
it  may  be  used  with  any  other 
type  of  shingled  or  lapped  siding. 
*  *  * 

Combined  Wardrobe  And 
Cupboard  Sliding  Doors 

The  National  Door  Co.  now 
offers  another  complete,  new. 


closet-front  i)ackage  ...  a  com¬ 
bination  of  wardrobe  and  cup¬ 
board  sliding  doors  made  of  United 
States  Plywood  Cor|)oration’s  non¬ 
warping  NOVOPLY. 

As  .show'n  in  the  photograph,  the 
combination  includes  two  sets  of 
sliding  d(K)rs:  the  large  sliding 
doors  give  access  to  the  closet 
proper,  while  the  small  .separate 
.set  of  sliding  doors,  directly  above, 
makes  the  shelf  or  cupboard  space 
easily  available.  In  this  new  SLI- 
I)-0-0-R  combination,  both  cup¬ 
board  and  wardrobe  sliding  doors 
are  made  of  ■]'%."  NOVOPLY,  which 
takes  paint  or  stains  beautifully, 
does  not  bleed  or  check,  and  is  not 
subject  to  grain  raising. 

DIMENSIONS:  2-Door  Open¬ 
ings  8'0"  High — S'O",  3'6",  4'()", 
5'0".  6'0". 

♦  ♦  * 

Rex  Inc.  Making  Comb. 
Screen  And  Storm  Sash 


A  new,  all-aluminum  combina¬ 
tion  screen  and  storm  window,  fea¬ 
turing  a  number  of  long-proved 
advantages  previously  available 
only  in  wood  storm  windows,  has 
just  been  announced  by  the  officers 
of  The  Rex  Windows  Inc.,  Mr.  E. 
1).  Wolcott  as  President  and  Trea¬ 
surer  and  Mr.  R.  S.  Inboden,  Vice 
President  and  Secretary. 

According  to  the  manufacturer, 
the  Rex  Screen  and  Storm  Sash  is 
quickly  adaptable  to  almost  all 
double-hung  primary  windows 
without  special  preparations  or 
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bulky  superstructure.  There  is  no 
bulging  framework;  no  protruding 
tracks  or  channels;  no  costly  fit¬ 
ting  problems  on  out-of-true  win¬ 
dows;  and  they  are  self-storing. 
The  strong,  steel-reinforced  ex¬ 
truded  aluminum  construction  pro¬ 
vides  for  long  wear  and  eliminates 
the  need  for  painting  and  other 
maintenance. 

There  are  no  latches,  levers,  fric¬ 
tion  catches,  or  other  mechanical 
|)arts  to  o))erate  or  get  out  of  com¬ 
mission.  The  screen  or  storm  insert 
can  easily  be  changed  from  the 
inside  in  20  seconds  or  less,  and 
raises  or  low'ers  with  ease,  making 
dust-mop  shaking  or  sill  cleaning 
a  simple  task  for  the  housewife. 

*  *  * 

New  Aluminum  Comb.  Door 
Made  By  Charles  Mig.  Co. 


A  new  extruded  aluminum  com¬ 
bination  door  made  by  the  Charles 
Mfg.  Co.  is  now  available  for  deal¬ 
ers.  Features  of  the  door  include  2 
double  .strength  glass  panels,  2  Al- 
clad  aluminum  .screen  panels,  and 
an  embossed  bottom  plate.  The  in¬ 
serts  measure  16"  x  18". 

An  adju.stable  neoprene  sweep  at 
the  bottom  of  the  door  prevents 
drafts.  Precision  fit  is  assured  by  a 
Z  bar.  Door  comes  complete  with  3 
.stainless  hinges,  pneumatic  closer, 
and  a  safety  chain  with  double 
.springs. 

*  *  * 

Silicone  Masonry 
Woterprooier 

A  new  four-page  Product  Manu¬ 
al  on  “Sila.seal,”  a  silicone  type 
transparent  water  repellent,  is  an¬ 
nounced  by  Surface  Protection 
(Continued  on  Page  94) 


Saled  Jitter  Uo 
c4U  Salesmen 


Don't  make  claims  that  stonn  windows 
alone  will  do  the  entire  insolation  job. 

Mr.  William  Jones 
255  Elm  Street 
Youngstown,  Ohio 

Dear  Bill: 

One  of  the  great  mistakes  that  insulation  and  storm  window  salesmen 
make  in  the  presentation  of  their  product,  is  the  statement  that  Rock  Wool,  on 
one  hand,  is  all  that  is  necessary  for  comfort,  or  that  Storm  Windows  will  do 
the  job  without  any  help  from  insulation.  Very  definitely  insulation 
and  storm  windows  go  hand  in  hand,  so  much  so  that  they  can  be  compared  to  the 
left  and  right  glove  in  a  pair  of  gloves. 

For  better  living,  fuel  conservation  and  comfort  the  attic  of  a  house 
should  be  insulated.  When  this  is  done  the  heating  unit  will  build  up  a  load  which 
will  not  be  readily  dissipated. 

A  house  that  has  windows  and  no  rock  wool  in  the  attic  causes  the  action 
of  heat  to  go  directly  up  through  each  of  the  floors  to  the  roof.  A  house  in 
this  condition  can  be  spotted  quickly  on  a  snowy  day,  because  snow  will  not  stay 
upon  the  roof.  It  is  quite  an  interesting  sight  to  drive  down  a  street  look¬ 
ing  at  the  various  roofs  to  see  which  is  insulated  and  which  is  not. 

If  rock  wool  is  applied  and  no  storm  windows,  the  loss  of  heat  is  then 
through  and  around  the  windows  creating  drafts.  The  lack  of  storm  windows  is 
quite  evident  by  the  dirt  that  collects  around  the  trim  and  plaster  and 
each  window  shows  that  there  is  a  direct  passage  of  heat  through  and  around 
the  window. 

Let's  remember  not  to  be  so  foolish  as  to  argue  that  our  windows  alone 
will  do  a  complete  job.  One  thing  decidedly  in  our  favor  over  insulation 
is  the  fact  that  people  live  closer  to  the  window  openings.  The  elimination 
of  drafts  is  more  readily  felt  when  windows  are  applied  and  the  lady  of  the 
house  can  immediately  sense  the  many  values  given  her  in  a  storm  window  such  as 
reduction  of  condensation,  less  soot  infiltration,  cleaner  drapes  and 
curtains,  and  the  wonderful  benefits  of  no-draft  or  hospital  type  ventilation.. 
It  is  very  true  that  rock  wool  and  storm  windows  go  together  BUT  it  is  auite 
evident  that  windows  are  more  appreciated  than  rock  wool. 

Good  Hunting, 

David  S.  Norris 
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Joseph  Sciglimpoglio,  owner  ot 
the  Cove  Awning  Co.  of  Stam¬ 
ford,  Connecticut  holds  a  stereo 
viewer  in  his  hand.  In  the  little 
case  next  to  the  metal  awning 
it  a  batch  of  colored  film  trans¬ 
parencies  that  are  inserted  into 
the  stereo  viewer. 


One  Pichue  Is  Worth  1,000 
Woids,  Says  Conn.  Dealer 

Stereoscopic  films  that  show 
metal  awnings  in  natural  colors 
found  effective  in  awning  sales 


By  ALBERT  S.  KESHEN 
Special  Correspondent 
Building  Specialties 


ONP]  picture  is  worth  a  thou¬ 
sand  words  in  a  sales  presen- 
\ation  of  metal  awninjfs,  accordin^r 
to  the  experience  of  the  Cove  Awn- 
inft  Co.  of  Stamford,  Conn.  That  is 
bt'cause  these  pictures  are  in  rrat- 
ural  colors  and  in  three  dimensions 
.so  that  a  pros{)ect  can  immediately 
visualize  how  the  awninj?  will  look 
when  actually  installed. 

When  the  company’s  five  sales¬ 
men  make  their  calls  they  take 
with  them  a  portable  cabinet  con- 
taininiir  several  slides  measurintr 
about  2  by  1  inches  each.  These 
show  various  models  and  colors  in 
which  a  prospect  mijfht  be  inter¬ 
ested.  The  slides  are  placed  in  a 


stereo.scope  and  when  the  viewer 
presses  a  lever  the  picture  lights  up 
and  graphically  portrays  a  realis¬ 
tic  en.semble. 

These  photographs  are  taken  by 
a  professional  who  is  directed  to 
.several  model  installations  put  up 
by  the  company.  These  .shots  are 
often  supplementt'd  by  a  few  pro¬ 
vided  by  the  manufacturer.  The 
initial  investment  of  the  stereo¬ 
scope  viewer  and  slide  cabinet 
comes  to  about  $12  and  soon  pays 
for  itself,  according  to  Joseph  Sci- 
glimpaglia,  firm  owner. 

“When  we  want  to  photograph 
an  outstanding  job  it’s  not  difficult 
to  obtain  the  permission  of  the 
owner  who  is  pleased  with  the 
idea,’’  points  out  Mr.  Sciglimpa- 
glia.  “And  as  a  courte.sy  we  give 
the  owner  two  or  three  contact 
.shots  free. 

“In  the  sales  pre.sentation  the 


method  used  is  colorful  and  imme¬ 
diately  arouses  a  prospect’s  inter¬ 
est.  When  our  man  calls  at  the 
home  he  finds  the  entire  family 
and  the  young.sters  especially  in¬ 
terested  in  looking  through  the 
viewer.  But  in.stead  of  having  them 
spend  too  much  time  on  a  lot  of 
pictures  we  pre.sent  about  a  dozen 
or  more  for  their  inspection.  They 
start  talking  about  the  marvelous 
scenes  and  at  that  point  we  have 
them  in  a  receptive  mood  for  our 
product.” 

Cove  Awning  also  uses  black  and 
whigs  photos  of  their  awnings 
which  is  prepared  in  loose-leaf 
portfolios  of  8x10  prints.  These 
photogi-aphs  show  before  and  after 
views  of  installations  and  are  va¬ 
ried  enough  to  include  the  most 
common  types  of  architectural 
home  construction  in  that  area, 
{Continued  on  Page  74) 


has  solved  the  jalousie  industry’s 
two  oldest  prohlems ...  to  help  you  sell  more 
jalousies  and  install  them  for  less  cost! 


0%i  TENSION-GRIP  LOUVER  CLIPS! 

These  new,  exclusive  Louver  Clips  give  you  a 
talking  point  your  competition  can't  match! 
They  save  hours  of  installation  time.  No  metal 
crimping  required  ...  no  broken  clip  tabs 
because  no  fools  are  used!  Glass  slips  in  and 
clicks  in  tight  with  automatic  ease.  Anyone  can 
install  or  change  WindoTite  Jalousie  glass! 


0^  JUUUSTAOU  “MAGIC  MULUONS” 

Think  of  it!  Now  you  can 
handle  every  installation 
with  standard  width 
WindoTite  JALOUSIES 
straight  from  your  job¬ 
ber's  stockroom!  No  wait¬ 
ing  for  factory  shipments  of  special  widths. 
Ludman  "Magic  Mullions"  in  three  widths,  each 
Mullion  adjustable  allow  you  to  simply  di¬ 
vide  the  number  of  standard  width  WindoTite 
JALOUSIES  you  want  to  use  into  the  wail  area 
.  .  .  then  all  you  do  is  adjust  —  the  "Magic 
Mullions"  compensate  for  any  overage. 

Think  of  this  feature  as  a  selling  advantage! 
Think  of  the  costs  you  save  your  customers  . . . 
and  the  extra  /obs  you'll  sell  because  you  can 
guarantee  faster  job  completion! 


AOJUSTAILI 


-f-  PLUS  THE  STRONGEST  LOCAL  SELLING  HELP  YOU  EVER  SAW! 


PROFIT-MAKER 
SALES  KIT! 


FOLDERS  & 
ENVELOPE 
STUFFERS 


1« 


RADIO 

COMMIRCIALS 


TV 

COMMERCIALS 


COUNTER 

DISPLAY 

CARDS 


All  the  advertising  and  promotional  material  to 
help  you  line  up  all  the  prospects  you  can  handle! 


WINDOW  STREAMERS 


ARM  YOUR  SALESMEN 
WITH  THIS  DEMONSTRATOR... 


and  watch  the  WindoTite 
sales  roll  in  .  .  .  watch 
your  jalousie  remodeling 
profits  mount  up!  This 
great  saies-builder  actu¬ 
ally  helps  prospects  sell 
themselves!  Prospects  can 
operate  a  WindoTite  . . . 
see  its  features  .  .  .  and 
compare/ 


Mail  this  Coupon 

LUDNIAN  COtPOtAnON,  D«^t.  IM,  4S4I,  Maiiil,  PImtMa 

GantUiiMn;  (  )  Will  you  ploMO  ontor  my  ordor  for _ WINDOTITE 

JALOUSIE  DEMONSTRATORS,  with  carrying  handloc.  Prko  $13.00  not 
aach,  F.O.t.  (hipping  point. 

(  )  RIoaia  (and  mo  complata  litaratura  and  compotitivo  prkot . . .  and 
WINDOTITE  REMODELING  FACTS. 

(  )  Aho,  pUaia  land  ma  your  FREE  WINDOTITE  PROFIT.MAKER  SALES 
KIT. 

NAME _ 

COMPANY _ _ 

ADDRESS _ 

CITY _ STATE _ 

LUOaUM  LIAOS  THI  WOiaV  IN  JAIOUMI  INOINttaiNa 


YOU  m  MAKE  MORE  MONEY  WITH 


JALOUSIES! 


THE  /Mf  JALOUSIES  ENGINEERED  FOR 
EASY.  LOW-COST  INSTALLATION! 

Ludman't  superior  window  engineering  experience  and  "know-how"  has 
produced  in  WindoTite  Jalousies,  the  greatest  profit  maker  in  the  build¬ 
ing  specialties  field. 

WindoTite  economy-wise  design  hands  you  extra  profits  on  every  job. 
Streamlined  marketing  gives  you  jalousies  when  you  want  them.  These 
and  other  exclusive  time-  and  money  saving  features  add  up  to  give  you 
a  BIG  EDGE  on  competition. 

BRING  TO  AVERAGE 

HOME-OWNER’S  BUDGET. 

WindoTite  is  high  on  quality  —  low  on  price.  .  .  .  Profits  are  bigger  and 
faster  because  WindoTite  makes  it  easier  to  sell,  easier  to  install. 

Exclusive  features,  superb,  architecturally  correct  construction  AT  NO 
EXTRA  COST.  Large  volume  and  mass  production  combined  with  stand- 
ardixed  glass  and  screen  sizes  to  give  you  the  finest  jalousies  made  at 
sensible  sales-closing  prices. 

Widest  range  of  standard  sizes,  plus  WindoTite's  "magic"  adjustable 
mullions  will  fit  any  opening.  No  costly,  time-consuming  special  sizes 
from  factory.  Jobbers  everywhere  can  fill  your  needs  in  a  jiffy  . . .  and 
amazing  TENSION-GRIP  Louver  Clips*  —  clips  houre  off  installation  time 
.  .  .  eliminates  glau  breakage  arnf  chipping  .  .  .  gives  tighter  fit. 

.  GET  OG  THE  TKMff  7^  GARDWAGOG 
...  GIG  PROFITS  ARE  WAITIRG  FOR  TOO ! 


*  Dotent  applied  for 


LUDMAN  ^ 


Ill'llllillllll  llllllllllllll 


September,  1952 
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WVR.  PEAtER 


GIT  THE 

f  AIR  MASTER  Combination  ^ 

\  hr  Sutresshl  and  Prtfifabh  Selling  -f 


-MUMINUW 

Combination 

storm  door 


Air 

CMNbiMtlM  St*nii  Omt  ■ 
iMwtt  in  )r*«r  |M’»f  m  itMki 


MAIL  CONVENIENT  COUPON  BELOW! 


Now  is  the  time  to  acquaint  yourself  with  America's 
"hottest"  ond  easiest-selling  combination  Storm 
Window  line.  Air  Master's  all-aluminum  Casement 
Storm  Sash  offers  your  customers  "wanted- 
feotures."  makes  selling  easier  and  more  profitable! 


probUm 

aluminum  Combination  Storm  Windows.  Precision 
built  of  finest  extruded  aluminum,  these  storm 
windows  easily  satisfy  customers'  needs  and  budgets. 


AIR  MASTfR  PRODUaS  ARE  PRKED  RIGHT  . . . 


Air  Mosfer  Co. 

18th  St.  &  Lehigh  Ave. 

Phila.  32,  Pa.  Phone  BAIdwin  3-7100 
onottcno  numonits  availamu  ro«  quaumo  unuuNtAmn 


AIR  MASTER  CO. 

18lh  Si.  and  Lahiqh  Ava.,  Philadalphia  32.  Pa. 

Plaata  rush  ma  lull  inlormation  and  pricaa  on  your 
complala  lina. 


Nama . 

Addrati 
City . 


Zona 


Slala 


=  BT  STURDY  HINGED  PANELS 

—  Smr  PROMPT  DELIVERIES 
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KULAGLA8S  is  the  easiest  to  sell  tnstde  storm  sash  on  the  market 
today.  You  will  have  many  satisfied  customers  and  extra  sales  profits 
for  you  when  you  sell,  the  new  improved  Rola^lass  inside  storm  sash. 
KolaRlass  is  simple  to  operate  .  .  .  easy  to  install  .  .  .  jrlides  smoothly 
on  rollers  .  .  .  controls  room  condensation  .  .  .  keeps  the  heat  in  and 
the  cold  out. 


OJL/vaJL/liSS  EQL  VPAfAXJ 

^ - T:~rr'  o. .  rr  Ti-usrr 

CO.\f/^Ay}  .  /AC. 


NEW  IMPROVED  INTERLOCKING 
FEATURE  KEEPS  WARMTH  IN  .  .  . 
COLD  OUT! 


W  are  iruaranlrrlnff  prompt  dellvrrira  io 
•pile  of  »kortaftr*,  ronirola,  reatrirtlonot 
and  other  manufarturins  problema.  Wo 
never  aarrifire  quality  or  aervlee.  Yoia  fot 
the  beat  with  Roiaffiaaa. 


Manufacturers  and  Distributors 

SteeUAIuminum  Storm  Sash 
Screens  *  dost  Joloutiei  i 


STEEL  CASEMENT 


REASONS  WHY 


1.  A  tramandout  100%  to  200%  profit  on  a 

25-yaar  provan  quality  product  approvad 
by  EVERY  casamant  manufacturar. 

2.  No  labor  installation  problamt,  no  costly  call¬ 

backs.  Haadachas  ara  aliminatad. 

3.  Only  3  standard  sixas,  fit  any  roto  casamant 

without  praparation.  Intarchangaabla 
with  standard  scraans. 

4.  Glazad  in  SECONDS  by  anyona.  It's  tha  aasiast 

panal  in  tha  world  to  glaza. 

5.  Savas  80%  to  90%  of  haat  otharwisa  lost  at 

only  52%  of  cost. 


by  the  bushel 


Cemplataly  Gloxad  3  High  Fixad  Aluminum  Storm 
Panal  Mada  and  Glazad  By  You  For  Only  $3.75  .  .  . 
Mada  and  Glazad  By  Us,  $4.SS.  Immadiota  Dalivary. 

TYPE  13K  Panel  (Glazed) . . .  $3.98 


ALL  CUSTOMERS  SATISFIED 
NO  INSTALLATION  NECESSARY 


Aluminum  Storm  Panels  Fori 
All  Mokes  of  Steel  Casements  ^ 
SEND  FOR  SAMPLES  AND  PRICE  LISTS 

Straan  or  Storm 

Tjra**  Sash  Siiat 

12  . U%  >  aiVi 

13  . 

14  . 14%  >  aavz 


MAIN  OFFICE  and  FACTORY 

140  HIGHLAND  STREET 

PORT  CHESTER,  N.  Y. 


Taloahona: 

POrt  Cbattar 
S-2J20 


J 
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ALUMIMUM  STORM  SASH 


In  the  manufacture  of 
Season-all,  highest  quality 
materials  are  combined 
with  superior  design 
features  and  excellence 
in  workmanship.  The 
result  is  a  storm  sash 
for  casement  windows 
that’s  unequalled  in 
performance,  efficiency, 
economy — and  in 
customer  satisfaction. 


U.  S  P»t.  No.  i578«70 


FOR  EVERY  TYPE 
CASEMENT  WINDOW 


^  Guorontted  by 
L  Good  Housekooping  . 


Nationally  advertised 


Here’s  why  leading  companies  prefer  Season-all  . . . 

ZJke  c4rUlocrat  o/  Storm  Sa^k  ! 

•  Permanently  installed  on  the  outside  of  the  windows  •  Open  and  close  automatically  with 
windows — never  have  to  be  taken  down  even  for  cleaning  •  Seal  out  drafts  and  dirt  •  Double 
glass  insulation  keeps  building  interiors  at  least  10%  cooler  in  summer  •  Built-in,  draft- 
proof  Vinyl  weatherstripping — an  exclusive  Season-all  feature — makes  possible 
winter  fuel  savings  up  to  35%  •  Keep  window  condensation  to  a 
minimum  •  Provide  unsurpassed  all-weather  pro¬ 
tection  for  windows. 


Manufactured  by 

Aluminum  Fabricating  Co.  of  Pittsburgh 

Nationally  distributed  by 

Season-all  Sales  Corporotion 

146  Forty-sixth  St., 


inquires 


org 

recort 


Part  1  of  a 
two-part  article 


Specialty  dealers  who 
have  found  success  in 
selling  kitchens  will  tell 
you  not  to  sell  kitchens 
alone,  but  to — 


Cnstoni  Kitchen 

"Service" 


Kitchnni  that  are  comtortoble,  convenient, 
useful,  beautiful  —  these  are  the  kind  of 
kitchens  every  woman  wants  to  own.  The 
dealer  who  tells  them — and  does  complete 
custom  instollotion  work  at  well  it  one  man 
who  will  moke  money  in  this  increasingly 
rich  and  growing  business.  Shewn  above,  o 
modern  breakfast  bar  to  simplify  the  serving 
of  informal  meals. 

/'*«(«  iiiMrti-sy  K'tiheil  Mmd  C'orf 

PI  (’TURK  the  woman  who  lia.s 
decided  to  modernize  her 
kitchen.  She  wants  to  install  at¬ 
tractive  cabinets,  increase  her 
workinjf  space,  make  the  room  in 
which  she  spends  so  much  of  her 
time  more  comfortable,  convenient, 
useful.  Suppose  she  jjT'H's  to  a  dealer 
and  is  confronted  with  a  splendid 
display  of  cabinets — cabinets  of  all 
shapes,  sizes  and  colors,  sold  as 
“packajfed  units.”  As  beaiuiful  as 
they  may  be,  jmd  as  much  as  she 
may  desire  to  buy  them,  she  seen 
enough  realizes  that  she  has  only 
the  vajiruest  idea  of  how  many  she 
will  need  for  her  kitchen,  or  how 
biff,  or  how  small,  or  what  shapt' 
they  should  Ih.*.  Has  she  measured 
the  space  over  her  sink? — next  to 
her  raiiKe? — bt'side  her  refrigera¬ 
tor?  No.  Could  .she,  if  she  tried? 


Probably  not.  Because  it’s  ditikult. 
It  refjuires  the  tools  and  knowledge 
of  an  in.stallation  specialist.  Real¬ 
izing  this,  she  may  content  herself 
with  one  or  two  cabinets  which  she 
“knows”  will  be  .small  enough  to  tit 
“here”  or  “there,”  but  on  the  other 
hand  she  may  be  sutticiently  dis¬ 
couraged  to  buy  nothing. 

This  is  the  situation  with  the  re¬ 
tail  store  owner  who  sells  kitchen 
cabinets  as  packaged  units.  That 
he  does  sell  them  is  not  to  be 
doubted.  But  there  is  a  great  deal 
of  competition  in  this  type  of 
kitchen  cabinet  business  and  .satis¬ 
factory  profits  are  largely  a  matter 
of  high  volume  sales. 

The  dealei',  on  the  contrary,  who 
not  only  .sells  kitchens  but  does  cu.s- 
tcmi  installation  work  as  well — he’s 
the  man  \\ho  makes  the  money. 
Real  money,  too — for  this  is  in¬ 
creasingly  a  rich  and  growing 
business. 

liCt’s  look  at  it. 

“Service’’ — Not  Cahinet.s 
It  mu.st  be  understood  that  the 
“custom  kitchen”  is  not  merely  a 
line  of  special  cabinets  made  by  a 


manufacturer  to  be  sold  and  in¬ 
stalled  by  the  dealer.  The  custom 
kitchen — in  terms  of  high  profit — 
is  a  “service”  in  every  sense  of  the 
word  ...  a  specialized  service  by  a 
dealer  who  makes  u.sc  of  standard 
sized  cabinets  and  appliances  in 
such  a  way  that  they  can  be  fitted 
to  any  kitchen  floor  iilan  and  to 
walls  of  any  length. 

Of  course,  the  greater  the  vari¬ 
ety  of  cabinet  sizes,  colors  and 
types  provided  by  the  manufac¬ 
turer,  the  easier  the  dealer’s  job 
will  be  in  planning  and  fitting  the 
kitchen  equipment  to  the  walls,  but 
the  emphasis  is  on  service,  and  this 
means  pleasing  the  cu.stomer,  work¬ 
ing  with  her,  suggesting  and  choos¬ 
ing  appliances  and  cabinets,  plan¬ 
ning  measuring,  arranging  for  any 
needed  changes  in  plumbing  or 
electrical  fixtures — and,  it  is  to  be 
hoped,  providing  new  wall  or  floor 
coverings.  In  a  word,  it  is  com¬ 
plete  kitchen  rejuvenation — and 
the  smart  dealer  is  ready  with  all 
the  answers  to  the  many  problems 
that  will  ari.se.  Obviously,  he  has  a 

(Continued  on  Page  93) 


September,  1952 


When  we  acquired  our  new,  modern  building  with  25,000  square  feet 
of  space,  all  on  one  floor,  we  thought  we  were  prepared  to  more  than 
handle  our  dealers'  needs.  But,  we  were  wrong.  Our  dealer  organiza¬ 
tion  has  done  such  a  magnificent  job  of  selling  Aluma  Kraft  Metal 
Awnings  that  we  now  find  ourselves  behind  schedule  in  deliveries. 
Believe  us,  we  appreciate  our  dealers'  patience  and  consideration 
regarding  delivery  delays  and  we  want  them  to  know  that  this  con¬ 
dition  will  NOT  continue -WE  ARE  DOING  SOMETHING  ABOUT  IT. 

The  Aluma  Kraft  Manufacturing  Company  is  now  working  on  an 
expansion  program  that  will  increase  our  present  floor  area  by  10,000 
square  feet.  It  is  not  our  aim  in  adding  this  space  to  just  take  care  of 
our  present  needs.  It  is  our  desire  to  build  a  bigger  organization 
which  will  in  turn  help  our  present  dealers  in  that  with  more  output 
we  can  offer  better  prices.  With  additional  space,  we  feel  we  are  in 
a  position  to  open  up  new  territory  to  responsible  distributors  and 
dealers.  If  you  are  well  established  and  are  in  a  financial  position  to 
take  on  this  fine  line  of  metal  awnings,  either  as  a  distributor  or  a 
dealer,  we  are  certain  a  profitable  arrangement  for  you  can  be 
negotiated. 


If  you  are  inferested  in  a  franchise  or  available  territory,  write  us 
at  once  and  we  will  supply  you  with  full  information  about  the 
Aluma  Kraft  Metal  Awnings  sales  program.  All  communications 
kept  in  strictest  confidence. 

ALUMA  KRAFT  MANUFACTURING  CO. 

1330  NORTH  ROCK  HILL  RD,  •  ST,  LOUIS  17,  MISSOURI 
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B.  S.  REPORTER . . . 


Charles  Mig.  Co.  Opens 
New  Comb.  Door  Plant 

Charles  ManufacturinK  Com- 
j)aMy,  228  New  St.,  Philadelphia, 
Pa.,  manufacturers  of  the  TRI¬ 
SEAL  Aluminum  Combination 
Window  has  announced  the  open¬ 
ing  of  their  new  plant  for  the  pro¬ 
duction  of  the  TRI-SEAL  Alumi¬ 
num  Combination  Storm  and 
Screen  Doors.  This  exten.sive  fac¬ 
tory  is  now  in  operation  and  has 
a  capacity  of  producing  750  d(K)rs 
per  week. 

“We  are  in  a  position  to  extend 
excellent  facilities  for  K.I).  opera¬ 
tions,”  said  Mr.  (-harles  Sussman, 
Piesident,  “and  we  are  currently 
considering  several  qualified  dis¬ 
tributors  for  exclusive  territory 
franchi.ses.  Adequate  inventory  of 
doors  and  windows  will  be  main¬ 
tained  to  .satisfy  all  dealer  orders 
promptly.” 

*  m  * 

Alumi-Trim  To  Supply 
Extruded  Moldings 

Donald  M.  Buchanan,  Vice-Pres¬ 
ident  and  Sales  Director  of  Alumi- 
Trim,  Inc.,  Rome,  Georgia,  an¬ 
nounces  the  completion  of  new 
buildings  and  the  installation  of 
»*quipment  for  the  new  company. 
This  plant,  Mr.  Buchanan  .says,  is 


the  first  complete  plant  of  its  size 
in  the  South  and  one  of  the  largest 
independent  plants  in  the  nation. 

Alumi-Trim  with  its  comiilete 
facilities  from  Engineering,  De¬ 
sign  and  Die  Departments  to  the 
polishing,  etching  and  anodizing  of 
the  finished  extrusion  will  have  a 
capacity  of  a  million  and  a  half 
pounds  per  month. 

Alumi-Trim  is  equipped  to  make 
special  designs  of  any  type  of  Met¬ 
al  Alloy  Extrusion  but  will  special¬ 
ize  in  stock  items  with  a  24-hour 
shipiiing  .schedule  to  meet  the  rush 
demands  of  today’s  .stepped-up 
pr od  uc t  i o n  sc h  ed  u  1  es . 

*  «  * 

Self-Storing  Window  Co. 
Completes  New  Plant 

A  new  plant  with  greatly  im¬ 
proved  jiroduction  facilities  will  be 
completed  this  month  for  the  Self- 
Storing  Window  Company,  Inc.,  at 
5!t01  Wayzata  Boulevard  in  Minne¬ 
apolis,  according  to  a  statement  re¬ 
leased  by  orticials  of  the  company. 

'I'he  new  building  affords  20,000 
square  feet  of  office  and  factory 
floor  sj)ace,  plus  expansion  space  of 
60,000  .square  feet.  The  new  struc¬ 
ture  will  house  general  offices  for 
both  local  retail  and  national  .sales 
as  well  as  a.s.sembly  facilities. 


The  Self-Storing  Window  Com- 
I)any  manufactures  the  Self-Stor¬ 
ing  Raymor  line  of  windows,  a 
floor-to-ceiling  iK)rch  and  breeze¬ 
way  enclosure. 

One  of  the  primary  purposes  of 
the  plant  expansion  program  is  to 
offer  complete  service  on  aluminum 
windows  to  greatly  expanded  dis¬ 
tribution  areas. 

Production  facilities  have  been 
increa.sed  tremendously  with  the 
new  plant  in  order  to  assure 
prompt  delivery  of  the  Raymor 
units.  Considerable  automatic 
equij)ment  has  been  added  to  the 
j)!ant  to  assi.st  in  the  imi)roved  pro¬ 
duction  program. 

Company  officers  include  f’rank 
Hetman,  president;  Leland  Hed- 
lund,  vice  president:  Allen  Knollen- 
berg,  treasurer;  and  Elmer  Schu- 
mer,  .secretary. 

*  «  « 

Andrea  Mfg.  Co.  Breaks 
Ground  for  New  Plant 

Mr.  Herbert  Levy,  Vice  Presi¬ 
dent  of  Andrea  Manufacturing 
Company,  announced  that  ground 
has  been  broken  for  the  building  of 
a  new  modern  plant  to  help  supply 
the  increasing  demand  for  the 
Andrea  Tri-way  window  and  new 
Andrea  door.  He  stated  that  the.se 
additional  facilities  would  allow  a 
greater  di.stribution  and  .service  for 
Andrea  Products. 

♦  ♦  * 

Sun  Vertikal  Convention 
In  Chicago  Oct.  2-3 

The  Sun  Vertikal  Blind  Com¬ 
pany  of  Grand  Rapids,  Michigan, 
will  hold  its  first  annual  convention 
for  distributors  and  dealers  the 
2nd  and  3rd  of  October  at  the 
(Continued  on  Pofje  95) 


— courtesy  Alumi  Trim,  Inc. 

Estnitiofi  Brtst  in  operation  ot  the  new  plont  of  Alumi*Trim.  Inc.  in  Rome,  Go. 
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EVERYBODY  WAYTS  THE  YEW 


nniBIWTIO^  STORM  SCREE\  WIOOU 

ALL  ALLYHYLIH  .  .  . 

TRIPI.K  ACTIOIV  AT  LESS  TH  AIS  THO-TR  AC'li  COST 


ANDKKA  tia»  liotu-  it  again  I  You  kept  us  growing  fa^t  anil  working  furiously 
to  ilfliver  our  now-famous  Anilrea  TW  O-’l'KAf’K  “1‘irture  Frame"  Fomliination. 
TODAY  Vi  K  INTKODUCE  the  Amlrea  ‘TRI-WAY”  ...  a  hig  new  storm 
window  that  gives  you  TRII’I-F  AtTIO-N'  at  less  than  twu-traek  cost! 

The  Inlying  puhlir  is  waiting  for  the  quality  three-way  aetion  ANDKKA 
“TKI-U  AY”  offers.  Ue're  ready  to  help  you  gel  the  lUfifiKST  .  .  .  and 
easiest  sales. 

tiall.  Virile  or  ^  ire  us  .  .  .  or  your  neare-t  DIS’I'KIIU  TOR  today! 


To  the  growing  family  of 
Andrea  distributors  we  are 
proud  to  add: 

BABYLON,  L.  I. 

Andrea  of  Suffolk 
531  Sunrise  Highway 
BAbylon  6-2200-) 

BROOKLYN,  N.  Y. 

Andrea  of  Bklyn.  &  Queens 
520  Morgan  Avenue 
Floral  Park  2-6849 

PHILADELPHIA,  PA. 

Anchor  V.  B.  Mfg.  Co. 

2837  Ridge  Avenue 
FReemont  7-3178 

BRIDGEPORT,  CONN. 
Emerson  Mfg.  Co. 

5  Daisy  Court 
BRidgeporf  67-7218 

SYRACUSE,  N.  Y. 
Dependable  Sales  Co. 

908  S.  Salina 

A  hearty  welcome  to  our  most 
recent  member: 

HOMESTEAD  ALUMINUM 
WINDOW  CORP. 

116  Glenridge  Avenue 
Montclair.  N.  J. 

Montclair  2-0058 


F'KATrRK.S  YOU’D  KXPKUT  ONLY  IN  MOST  KXI*F:NSIVE  UMT.S; 
"ANDRKA”  TRI-WAY 

1.  Roldcsl  milrod  (•ornorK  3.  f’oniplclol.v  Nelf-Nl»riny{ 

2.  Fully  exiriidod  -I.  Inlorlork  dr-tlifn 

(Quality  “TRl-W.W”  action  Ihroughout ! 

at  \itrniiil  siimmt-r  use:  Sereeii  on  hotloni.  2  glass  inserts  on  lop,  sliding 
inside  glass  insert  for  vent  eonirol;  h)  Inserts  remain  positioned  anywhere 
with  stainless  steel  springs;  r)  Self  Storing  (glass  in>erl  stores  lop  or  liotlom 
in  slimmer  .  .  .  screen  stores  INSIDK  in  winter)  ;  ill  Top  or  holtoin  ventilation; 
el  Inlerloeking  hetween  holh  glass  inserts  or  hetween  glass  &  screen;  f) 
Sereen  raises  or  lowers  when  in  normal  summer  ii-e  with  glass  insert  in  slt>rt‘tl 
position,  t.lass  in-erl  raises  X  lowers  when  in  winter  use  with  screen  insert 
in  siiired  po-ilion.  (Inly  a  few  choice  territories  .till  availaldc. 


LYNBROOK  3  8668 


183  HORTON  AVENUE,  LYNBR(X>K.  L.  I.,  N.  Y 

'  '*e  ‘ 


56 


BUILDING  SPECIALTIES 


NEW 

ALUMINUM- 

COMBINATION 

i  ^  D 

U  U 

"Z"  BAR 

EXPANDER  TYPE 

FINEST  ENGINEERED 

BEST  QUALITY  IN  TRADE 

^Extruded  hollow 

^Stainless  steel 

Mullions  Cr  Side  Roils 

Hinges 

*Heovy  H-Beom 

^Aluminum  screen 

Construction  Gussets 

Wire 

^Beautiful  lined  front 

*Top  quality 

Smooth  interior 

latch  &  check 

*Sag  proof 

‘Competitively 

8  point  reinforcement 

priced 

*No  screws 

on  face  of  door 

WRITE  FOR  INFORMATION  ON 

OUR  K.  D.  PLAN  OR  DISTRIBUTORSHIP 

NEW-LOW-PRICED 

LIP- 

■  TYPE 

ALUMINUM  COMBINATION  STORM  WINDOW. 

WITH  BOTTOM  EXPANDER 

EXCLUSIVE  DEALERSHIPS  OPEN 

STEWART  WINDOW  CO. 

CLEARFIELD  &  RUTH  STS. 

PHONE 

PHILA.  34,  PA. 

GARFIELD  6-0616 

Hints  To  Salesmen 

{Cotitiiim  (I  from  Pagr  13) 

you  cnn't  huihl  (nnjthimj  if  sonu- 
body  krrpn  kicking  the  foundation 
down. 

r».  Do^'T  (uve  the  price  of 

ONE  WINDOW,  ONE  AWNING, 
ONE  KITCHEN  CABINET,  ETC. 
You  are  selling  a  h(»me  improve¬ 
ment  at  a  contract  price  for  the 
job  installed.  Don't  Kt^t  sucked  in 
to  KivinK  the  price  of  one  item. 


Mvery  prospect  seems  to  think  it 
ouRht  to  cost  a  dollar  ninety-eiuht. 
You're  not  selling  merchandise: 
you're  sellinK  home  comfort.  So 
sell  home  comfort  and  don't  let 
yourself  K^t  into  an  argument  as 
to  whether  the  materials  in  one 
item  add  up  to  enough  to  justify 
the  price  for  that  item.  Do  it  and 
you'll  lose. 

6.  DON'T  LEAVE  A  HOUSE 
WITH  THE  INTENTION  OF 
COMING  ILACK  AFTER  A  DEM- 


ON  ST  RAT  ION.  The  worst  thing 
you  can  do  to  your  frame  of  mind 
is  to  tell  yourself  that,  if  you  don’t 
make  the  sale  tonight,  maybe  you 
\  can  get  it  next  time  you  see  them. 

Tell  yourself  that  this  is  going  to 
I  be  the  last  time  you’ll  see  these 
people.  This  is  your  only  chance. 
Then  you’ll  give  all  you’ve  got. 

7.  DON’T  BE  SATISFIED 
WITH  THE  LEADS  YOU  HAVE. 
1  Always  keep  plugging.  Just  when 
you  think  you're  a  few  leads  ahead, 
they'll  all  melt  away.  Get  swamped 
^  with  leads.  You  just  can't  get  too 
j  many. 

I  «.  DON'T  FAIL  TO  RE  AT 
I  YOUR  FIRST  DOOR  AT  6 :30  P.M. 
Many  people  get  through  dinner 
by  then.  Hit  the  people  you  can  see 
early  and  then  you'll  have  time  for 
that  extra  demonstration — the  one 
that  will  mean  the  extra  sale,  the 
extra  check  in  your  fmcket. 

».  DON’T  STOP  WORKING  UN- 
I  TIL  10:00  P.!H.  OR  UNTIL  YOUR 
'  PROSPECT’S  LIGHTS  ARE  OUT. 
If  you  make  a  sale  on  that  first 
evening  call,  don't  say,  “Well, 
that's  a  good  day’s  work.”  Go  on 
to  your  next  lead.  Hit  ’em  when 
you’re  hot  because  tomorrow  may 
be  a  blank. 

10.  IKIN’ T  BLAME  THE  BUSI¬ 
NESS  WHEN  YOU  DON’T  SELL 
—BL.AME  YOURSELF  AND  DIS¬ 
COVER  YOUR  FAILINGS.  The 
easy  way  ant  when  the  sale  does 
I  not  close  is  to  say  that  biminess  is 
off.  For  good  salesmen  business  is 
'  never  off.  That’s  why  .selling  is  the 
best  job  in  the  world.  It’s  all  up  to 
yon. 

[  FOLDING  DOORS! 


Read  why  they  are  so  popular 
with  the  home  owner. 

In  the 
October 
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Gives  old  or  new  natural  aluminum 
brand-new  look  that  lasts! 


Protects  as  it  cleans 
proof  high  gleam! 


leaves  weather- 


SokJ  only  by  aluminum  window  and  door 
dealers! 

Fulfills  a  long-standing  need  of  consu¬ 
mers.  dealers,  manufacturers! 


Now  you  have  the  perfer!  an!>wrr  to  ouMomer’s  query.  ‘‘How 
«lo  I  clean  them?”  —  when  you  in^itall  aluminum  winilows 
and  doors  !  PKOTKCTAI.l'M  is  the  sensational  new  di- 
eovery  that  overeomes  and  prevents  the  ravaftes  of  weather 
and  time.  Use  it  when  you  install  .  .  .  sell  it  to  your  new 
and  eld  euttoniers!  They’ll  appreeiate  PROTF.('TAI.U\f  and 
you’ll  appreciate  the  extra  business,  added  profits,  eompen- 
sated  service  eallt.  A  perfect  item  to  call  back  on  old 
customers. 

PROTECTUIIM,  nc. 


1 10  CENTER  STREET  DUmoni  4  5376  NEW  MILFORD.  N  | 
In  New  York  Call;  MU  MI86 


L 
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For  Belter  Plastic  Shapes  or  Profiles  See 
KESSLER  PRODUCTS  CO. 

1064  West  Federal  St.  Youngstown,  Ohio  Phone  39335 

Specialists  in  plastic  Extrusions  for  the 
Storm  Window  Industry 


ACE  INDUSTRIES  COMPANY 

—  c4nnounx:e3  — 

THE  NEW  ACE  "THRIFTY"  —  a  low  price  — 
two  track  —  4  way  window.  Plain  or  sotin- 
ized  finish  at  the  same  price.  —  Self-storing 
—  custom  made. 

THE  NEW  ACE  ALUMINUM  DOOR  —  33 
pounds  of  anodized  beauty  —  Piped  face  — 
entirely  new  stripless-type  Z-Bar  —  strongest 
corner  construction  —  Priced  with  the  lowest. 

Life  can  be  Beautiful  with  an  Ace  Franchise 

MAKE  AN  EFFORT  TO  GET  ONE 

Aa  INDUSTRIES  COMPANY 

2908  GLENWOOD  AVENUE  YOUNGSTOWN,  OHIO 

Plants: 

Butler,  Pennsylvania  Welland,  Ontario,  Canada 


Aluminum  Curbs  Eased 

Government  opened  the 

1  way  to  greatly  increased  use  of 
copper  and  aluminum  in  building 
homes,  shops,  factories,  schools  and 
public  buildings. 

The  National  Production  Au¬ 
thority  revised  or  revoked  four 
construction  orders  restricting  alu¬ 
minum,  but  kept  intact  its  tight 
controls  on  steel  pending  the  resto¬ 
ration  of  pre-strike  supplies. 

The  authority  cast  aside  its  ban 
on  the  use  of  aluminum  in  drains, 
gutters,  down  spouts,  unit  heaters 
and  store  fronts  and  foi-  such  deco¬ 
rative  uses  as  ornamental  metal 
work. 

More  importantly,  it  raised  the 
(piantity  of  the  metal  that  builders 
may  buy  and  use  without  allot¬ 
ment.  They  may  “self-authorize” — 
that  is,  obtain  without  prior  au¬ 
thority  appi'oval  in  each  case — up 
to  twice  the  amount  previously  per¬ 
mitted  and  in  some  cases  more. 

The  relaxations  were  made  pos¬ 
sible  in  the  case  of  aluminum  by  a 
lag  in  anticipated  demand. 

Builders  may  now  self-authorize 
the.se  (plant ities  of  copper  and  alu¬ 
minum  for  each  project  in  each 
(piarter. 

The  agency  also  removed  its  re- 
.striction  on  the  decorative  use  of 
aluminum  on  consumer  goods. 
Dropping  the  prohibition  will  not 
permit  a  manufacturer  to  obtain 
greater  (juantities  of  the  two  met¬ 
als,  but  will  permit  him  to  use  his 
allotments  as  he  pleases. 


/  Read  the  extensive  ^ 

/  ; 

(  article  on  / 

1  ; 

/  METAL  TILE 

; 

/  INSTALLATION  ' 

;  .  ! 

.  in  the  / 

/  ; 

^  October  j 

I 
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^50,000  A  YEAR...AND  MORE 

IN  BUSINESS  FOR  YOU  WITH 
RE*NU*IT  SPRAYED  ASBESTOS 

SIDEWALL  RESURFACER. 


dm-Nu-Ot  Qo^fx. 


You  get  real  cooperation  from 
RE  if  NU  if  IT  to  put  the  profit  in 
your  pocket  right  away!  Get  the  full 
facts  on  this  new  lucrative  and  non¬ 
competitive  field  today. 


Hundreds  of  dealer-applicators  are 
enjoying  a  thriving  full-time  or 
extra  business  with  RE  it  NU  it  IT 
^  products.  You  can,  too,  even  if 
you  have  no  experience! 

RE-NU-IT  CORP. 

424  West  42nd  Street,  New  York  18,  N.  Y. 

LOngocre  3-6631 


RE-NU-IT  CORP. 

424  WIST  42nd  STRUT  NIW  YORK  18,  N  V. 

/  I  want  $50,000.00  o  year  more  bwsineiit  Tell  me 
V  *  how  RE  A  NU  A  IT  can  gel  if  for  mef 
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f  ALUiiiNmi— ^ 

^  I  CombiMtho 

STORM  WINDOWS 


EASTERN 

WINDOW 


DISTRIBUTORS 
and  DEALERS 


A  koMy  of  0  MOW  4ttif  n 
oN  kooMwivtt  will  lovt. 


CASH  IN  on  Hie  eosy  selling  "AEROLITE" 
Combinotion  Aluminum  Storm  Windows.  .  .  . 
AEROLITE  offers  you  complete  storm  cover- 
oge  for  both  EASTERN  ond  WESTERN  open, 
ings,  plus  on  ell-new  outside  HINGE-TYPE 
cosement  window. 

•  Triple  Action  Self  Storoge 

•  Interlocking  Meeting  Roil 

•  Seeled  Corners 

•  63-ST-5  Extruded  Aluminum 

•  Plus  Many  EASY  SELLING  FEATURES 


LET  HUTCH 
MAKE  MONEY 
FOR  YOU  . . . 

■f*  Fine  eat  to4oy  hew  eoty  it  ii 
for  yoo  to  joia  th«  "Hatch 
Faaiily"  oad  iacroott 
year  FROFITS. 


Write,  Wire,  or  Call 


Yea  wiN  find  "AEROLITE"  eoty 
to  mH.  It  hot  heat#  appeal  en 
ovary  deal. 


52139 


Seplember,  1952 
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The  Ualco  Package  Plan  goes  to 
work  on  the  thousands  of  home 
owners  who  need  to  “make  more 
rooml"  It  shows  them  how  to  en¬ 
close  porches,  patios  and  build 
breexeways.  It  gives  them  re¬ 
modeling  ideas  that  can  be  your 
big  source  of  volume. 

NOW  is  the  Time  to  Strike  with 
This  Package  PlanI  Home  Owners 
are  Ripe  for  Remodeling  Due  to 
New  FHA  Terms! 


100%  to  summer  breezes  and  shut 
tight  against  winter’s  worst.  'They  UALCO  JALOUSIE  DISPLAY 
are  shipped  to  you  fully  glazed  and  Power-Packed;  Pre-tested — does 
screen^  (storm  sash  also  avail-  the  selling  for  you!  Shows  people 
able).  Easy  to  install.  No  weather  how  to  “make  more  room.”  CJot- 
stripping  needed.  Completely  pack-  tains  actual  Jalousie  that  the  pros- 


aged  for  protected  handling.  No 
need  to  tie  up  money  in  large  stock. 
We  make  immediate  LCL  Ship¬ 
ment  on  all  fill-in  orders. 


The  Ualco  Package  Plan  Includes: 

Ualco  Jalousie  Window  —  the 
hottest  item  yet  to  hit  the  remod- 
eling  market.  People  see  these  win- 
dows  with  sleek  glass  louvers 
framed  in  satin  smooth  aluminum 
and  they  can’t  wait  to  put  that 
glamour  in  their 
own  home,  "rhese 
windows  are  prac¬ 
tical.  They  open 


pect  can  operate  himself.  ’This  dis¬ 
play  has  l^autiful  pictures  of  Ja¬ 
lousie  installations  that  “perk  up” 
the  prospect’s  imagination  and 
help  him  visu¬ 
alize  Ualco  Ja¬ 
lousies  in  his 
own  home.  ’The 
display  is  ex¬ 
actly  what  you 
need. 


;•  Showt  thf  fMturpg  quichpf 
M«k«i  moff  MIM 


UALCO  SALES  BUILDER  KIT 
Complete  with  newspaper  mats; 
mail  stuffers;  radio  spots;  tele¬ 
vision  spot  and  win- _ _ 

dow  banners  that 
sell  people  on  en¬ 
closing  porches — 
building  breezeways. 


Here's  How  To  Get  Started! 

Juit  fill  Out  Hig  coupon  bolow.  You 
will  promptly  rocoivo  tHo  Uolco 
Joloutio  diipUy  ond  tho  Soloi  luildor 
kit.  Wo  bill  you  only  $19. 2S  for  Hio 
diiploy  (octuol  cost)~but  this  ontir# 
$19  2S  it  doductod  from  your  inItUI 
ordori. 


Sales  Builder. 


Kit  Included  tree 


UNION  ALUMINUM  CO.,  INC.,  SHEFFIELD,  ALABAMA 
WORLD’S  LARGEST  MANUFACTURERS 
OF  ALUMINUM  CASEMENT  WINDOWS 


UW10M  ALUMINUM  CO..  INC..  OnafflalO.  AT 
Oanllamon: 

gntaaaa  Mnd  at  mnc*  UALCO  ALUMINUM  JALOUAII  OlOOLAT.  Wl< 
I  my  accovat  far  010. 3S.  I  uadaraiaad  tha  fall  010.30  will 
froai  my  laillai  erOara.  Wttn  my  diaplay  I  wilt  alaa  racatva  w 
camiHata  "MANS  MOM  OOOM  "  oalaabuiMar  Hit. 

Q  niaaaa  aand  catalag.  lacfinical  data,  prlcaa. 


Name  .  . 

Signed 

■  MIMI 
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RBAPy  SOON... 

1953  (8th}  Edition 

Roofing 

Siding  and 

Building  Specialties 


Manual 


The  only  reference  volume  oi  its  kind  in  this 
field.  So  valuable  that  many  roofing  contractors 
and  building  specialty  dealers  order  copies  for 
every  one  of  their  key  men.  The  MANUAL  is  full 
of  up-to-the-minute  data  that  con  help  you 
dozens  oi  ways  to  make  more  money.  A  SINGLE 
PAGE  can  be  worth  FAR  more  than  the  purchase 
price  to  you. 

Readers  rave  about  the  MANUAL  Here's  a  few 
quotes  from  letters;  "A  valuable  book  for  any¬ 
one  in  the  business."  .  .  .  "Your  publication  has 
helped  us  a  great  deal."  ...  "I  wouldn't  be  with¬ 
out  it"  .  .  .  "We  want  every  one  of  our  men  to 
have  a  copy." 


Mr.  Manufacturer: 


Don't  Miss  These  Important 
Articles  in  the  1953  Edition: 

*  ARTICLES  ON  SUCH  DIVERSE  AND  IMPOR 
TANT  TOPICS  AS  MANAGEMENT,  RECORD 
KEEPING,  NEW  TOOLS  AND  PRODUCTS. 

*  COMPLETE  DISCUSSION  OF  SUCH  SPECIALTY 
ITEMS  AS  COMBINATION  WINDOWS,  ALUMI 
NUM  AWNINGS.  JALOUSIES.  PLASTIC  TILE. 
JALOUSIES.  ORNAMENTAL  IRON. 

*  COMPLHE  SECTIONS  ON  SELLING.  TRAItT 
ING  SALESMEN  ADVERTISING.  BUILDING 
YOUR  VOLUME,  etc. 

*  COMPLETE  SECTIONS  ON  BUILT  UP  ROOFING, 
SIDING.  STEEP  ROOFING.  METAL  ROOFING. 
WATERPROOFING.  ETC.,  INCLUDING  THE 
LATEST  APPLICATION  TECHNIQUES. 


If  you  have  a  product  to  sell  the  cotractors 
and  dealers  who  read  the  MANUAL,  who  use 
it  constantly  as  a  reference  book,  drop  us  a 
line  for  advertising  rates  cmd  marketing  infor¬ 
mation. 


$ 


3 


Reserve 
Your  Copy 
NOW ! ! ! 


ISO  pages  crammed  lull  oi  valuable  inlor- 
mation  on  EVERY  phase  oi  your  business. 
Every  contractor  and  dealer  will  want 
copies  to  help  him  make  more  money. 


BUILDING  SPECIALTIES 

425  —  4th  Ave..  New  York  16.  N.  Y. 

Please  send  me . copies  of  the  MANUAL 

the  minute  it  is  off  the  press. 

NAME . TITLE . 

COMPANY  . 

ADDRESS  . 


September,  1952 
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marriage 

proposal 

I 

r- 


Your  hands  are  all  you  need 


to  assemble  KD  units! 


Let's  get  married,  business-wise — and  build  a 
beautiful  relationship  for  mutual  profit  and 
gain!  We're  proposing  to  you:  take  on  the 
WINSULITE  dealership  for  aluminum  storm  win¬ 
dows  in  a  protected  territory  -we  promise  you 
you'll  enjoy  greater  sales!  Higher  profits! 
Cleaner,  service-free  sales!  All  we  need  for  a 
license  is  the  WINSULITE  dealership!  Write,  or 
give  us  a  "ring/'  for  details  of  our 

Special  Discount-incentive  Plan 
For  New  Dealers!  Write  for  details! 


FREE!  Advertising  Mats!  Dealer 
Aids!  Technical  Field  Service! 


Winsulite  Mfg.  Co. 

721  N.  Central  Ave. 
Balto.  2,  Maryland 

Gentlemen; 

I'll  listen  to  your 
detoils ! 

Name 

Address 


"proposal'*.  Send  me 


Winsulite  Mtg.  Co.,  Balto.  2,  Md.  •  CAstern  6B68 


On  the  House 

{Continued  from  Page  7) 

who  sold  sprayed  sidewall  resiir- 
facers  of  the  mastic-asbestos  type. 
The  .salesman  offered  J.R.  a  com¬ 
mission  on  every  lead  that  was 
clo.sed.  All  J.K.  had  to  do  was  to 
interest  the  prospect  in  the  prod¬ 
uct  and  .set  up  an  appointment  for 
the  salesman.  He  worked  about 
2':..  to  3  hours  an  evening.  At  the 
end  of  a  week  of  leisurely  work  his 
commi.ssions  amounted  to  slightly 
over  $100.  And  all  this,  mind  you, 
not  as  a  salesman  but  merely  as  a 
canvasser  for  a  .salesman! 

.\fter  two  weeks  the  salesman 
offered  J.K.  a  full  time  job  as  can¬ 
vasser  with  the  prospect  of  becom¬ 
ing;  a  salesman  himself  in  a  short 
time.  I*oor  J.R.!  For  a  few  days 
he  was  torn  between  his  desire  for 
a  white  collar  “career”  doing  cler¬ 
ical  work  at  a  desk  and  his  need 
for  a  job  that  really  paid  well. 
As  we  went  to  press  this  depart¬ 
ment  was  gratified  to  learn  that 
J.K.  has  quit  his  desk  job  and  is 
now  stuffing  his  wallet  with  the 
proceeds  of  a  job  well  done  as  a 
rip  roaring  canvasser. 

*  «  * 

Standards  Approved 

(Contimud  from  Page  26) 

tation  applies  to  other  than  the 
specific  window  i)riced. 

6.  Halt  .Vdvertising 

Any  advertised  storm  window  or 
storm  door  shall  be  readily  shown 
to  consumers,  and  willinglj-  sold 
and  delivered,  at  the  featured  price 
when  ordered.  No  attempt  shall  be 
made  by  disparaging  the  adver- 
ti.sed  item,  or  by  claiming  delay  in 
<lelivery,  or  by  any  other  deroga¬ 
tory  means  to  discourage  or  pre¬ 
vent  purcha.se  at  the  price  fea¬ 
tured. 

Advertisers  shall,  at  the  request 
of  any  advertising  medium  or  the 
Better  Business  Bureau  of  New 
York  City,  submit  proof  of  actual 
sales  and  deliveries  made  at  the 


featured  price  over  a  limited  and 
specified  j)eriod  of  time. 

7.  lllu.strations 

Illustrations  of  advertised  mer- 
chandi.se  should  conform  without 
exaggeration  or  es.sential  differ¬ 
ence  to  the  appearance  of  the  mer- 
chandi.se  actually  on  .sale. 

If  the  price  of  a  combination 
storm  window  is  quoted  in  adver¬ 
tising  with  an  illustration  of  the 
window  showing  a  i)erson  in  con¬ 


nection  therewith,  such  illustration 
must  not  create  in  any  way  a  fal.se 
or  misleading  impre.ssion  of  the 
size  of  the  window  illustrated. 

If  a  storm  door  is  illustrated 
with  and  oramental  grille  which  is 
not  included  in  the  adverti.sed  price 
of  the  storm  door,  the  additional 
cost  of  the  illustrated  grille  shall 
be  stated  in  immediate  conjunction 
with  the  adverti.sed  price  of  the 
door.  If  grille  is  included  this 
(Continued  on  Page  66) 
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NERSICA  Western  Conference  To^Be 
Held  In  San  Francisco  OcL  27-29 


The  National  Established  R(M)f- 
ing,  Siding  and  Insulating  Contrac¬ 
tors  Assn.,  Inc. — NERSICA — is  to 
repeat  for  Western  ('ontractors  the 
.same  type  of  outstanding  Special 
Rnnlucts  and  HuildiiiK  Specialties 
Forum  which  has  been  so  success¬ 
fully  programmed  for  Ea.stern  con¬ 
tractors.  The  forum  will  be  held 
on  Wednesday,  the  third  day  of 
the  NERSICA  Western  Conference, 
which  will  take  place  at  the  St. 
Francis  Hotel  in  San  Franci.sco, 
October  27,  28,  29,  1952. 

C.  N.  Nichols,  ManagiiiK  Direc¬ 
tor  of  NERSICA  states,  “To  keep 
ahead  of  competitors  a  contractor 
must  study  and  know  new  u.ses  of 
old  products,  new  products  and 
new  merchandi.«intr  methods.  At 
Annual  NERSICA  Conventions  and 


E.xpositions  in  the  past  this  has 
l)een  accomplishetl  through  “Prod¬ 
uct  Clinics”. 

(’ontinuint!:,  Mr.  Nichols  outlined 
the  purix)se  of  the  Special  Prod¬ 
ucts  and  Huildin};  Specialties  Fo¬ 
rum  in  San  Franci.sco.  “Contrac¬ 
tors  in  the  Western  .states  are  .spe¬ 
cialists.  In  other  words,  they  pro¬ 
mote  one  product.  We  in  NERSICA 
hope  to  show  them,  as  we  have  in 
the  East,  that  it’s  a  thing  for 
them  to  have  a  diversified  line  of 
products”.  Mr.  Nichols  believes 
that  every  specialty  contractor 
who  attends  the  San  F'ranci.sco 
Western  Conference  will  be  repaid 
many  times  over  for  the  time  and 
money  spent  to  study  old  and  jiew 
prcxlucts  to  build  added  profits.  The 
Forum  will  easily  and  cheaply  af¬ 


ford  the  medium  of  learning  how 
the  promotion  of  building  special¬ 
ties  can  accomplish  this. 

The  Forum  will  hear  about  metal 
awnings  from  the  National  Metal 
Awning  A.ssociation  through  its 
President,  Jack  Orchard,  President 
of  the  Alumroll  Company;  the 
combination  window  and  door  man¬ 
ufacturers  will  have  V  ?  ?  speak  for 
the  industry  through  the  medium 
of  its  organized  group  The  Nation¬ 
al  Combination  Storm  Window  and 
Door  Institute;  the  Jalousies  man¬ 
ufacturers  do  not  have  an  as.socia- 
tion  so  a  manufacturer  who  is  an 
exhibitor  in  the  Conference  Expo¬ 
sition  will  be  selected  to  speak 
for  them. 

In  each  instance  the  representa¬ 
tive  of  the  indu.stry  product  will 
attempt  to  show  the  feasibility  of 
adding  building  specialties  to  his 
pre.sent  activities.  Particular  .stre.ss 
through  the  u.se  of  statistical  data 
will  be  placed  on  the  PROF'IT  angle 
of  the  addition. 

(Continued  on  Page  70) 
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FEATHER  -  LITE  MANUFACTURING  COMPANY 

8205  LYNDON  DETROIT  21,  MICH.  WEBSTER  3-3722 


September,  1952 


For  Asbestos  Shingles  and  All  Masonry  Surfaces  . . . 
both  indoor  and  exterior.  Adds  character  and  beauty, 
gives  more  efficient  and  longer-lasting  protection. 

★  WEATHERPROOFS! 

★  SUN-PROOF! 

★  WINDPROOFS! 

★  RESISTS  HEAT  and  Ci 


10  plus  reasons  for 
PREFERENCE! 

Absolutely  waterproof! 

•  Six  beautiful  colors  plus  white! 
t  Mildew  resistant! 

+  Reduces  frost-crack  from  rain 
soaking! 

Reduces  heating  costs  by  its 
resistance  to  moisture! 

Won't  blister,  peel,  crack  or  chip! 
+  Alkali-proof  —  unaffected  by  lime 
in  cement! 

+  Applies  easily  —  self  leveling! 

•  May  be  brushed  or  sprayed  on! 
-  May  be  tinted  by  adding  oil  colors! 

Note:  Asbestos-Sool  is  not  recommcndod 
for  oxtorior  wood  surfaces. 

Use  Reody-Miied  VERFLEX  House 


Progress  is  a  sign  that  a  product  is  good.  What 
the  diligence  of  the  research  that  created  it  and  cc^ 
an  .  .  .  the  everlasting  vigilance  of  its  quality  .  .  .  the  car 
sight  af  its  manufacture  ...  all  make  up  the  reasons  for  11 
ability.  Add  to  these  the  alertness  of  the  Sales  Department,  with"' 
dealer-factory  cooperation,  advertising  and  promotion  —  and 
have  an  unbeatable  combination.  VERFLEX  makes  these  factors 
consistent  part  of  its  program.  That's  why  VERFLEX  products  continu^ 
to  make  history! 

Asbestos-Seal  has  been  used  from  Maine  to  Florida  for  over  half 
decade  without  a  single  failure!  It  has  been  used  as  a  pattern^ 
imitate  .  .  .  if  has  never  been  equalled!  You  can  enjoy  a  steady,^ 
'round  profit-building  business,  too.  Just  fill  in  and  mail  the^ 
today 


VERFLEX  SALES  CORPORATION  (Asbestos  Seal  Div.) 
Carlstadt,  New  Jersey 

Pleas#  send  complete  information  to: 


We  are  Dealer,  Distributor,  Applicator 

Address  . 

City  &  State  . 

Q  We  ore  familiar  with  this  type  of  work. 
r~l  We  ore  not  familiar  with  this  type  of  work. 

Territory  desired  . 
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■ 


For  A 
Profitable 
Deal . . . 
and 

Customer 
Satisfaction 

You'll  Lead 
The  Field  With 

STORM  CRAFT 

ALUMINUM  COMBINATION 
STORM  WINDOWS  A  SCREENS 
It  will  pay  you  to  check  the  odvon- 
toget  of  felling  the  new  STORM 
CRAFT  aluminum  combination  storm 
sash  and  screen,  for  you  .  .  .  cus¬ 
tom  made  to  fit  any  opening;  easy 
installations;  a  minimum  of  service 
colls,  for  your  customers  ,  .  ,  Louver 
ventilation;  finger-tip  control;  no 
fancy  gadgets;  complete  insulation. 


"K 


D"  DEALER  SET-UPS 
NOW  AVAILABLEI 


PHONE,  WIRE  or  WRITE 
For  Details  and  Prices 
Another  Quality  Product  by 


JERITH  MANUFACTURING  (0. 

2025  {  Boston  St ,  Philadelphia  25,  Pa 
GAifield  3  MOT 


Dustite 

GASKET 


For  Nletal 
Casement 
Windows 


TK«  Owtfit*  oo»A«f  if  wifh  on  ORfrudcd  piotfic  »«oi 

•^9  i»p.  »o  hoop  motol  co»«fn«nt  wmaowi  OUST  TIGHT.  STOlM 
TIGHT,  DRAFT  TIGHT.  RAIN  TIGHT,  ond  WIND  TIGHT  Eoiy 
N»  tniHill 

In  Summer  DUSTITE  seols  outside  heot  from  qir 
conditioned  tiomes. 


ERCtllent  for  use  in  control  of  condensation 
where  storm  windows  ore  used.  A  smoll  od  in 
your  locol  poper  will  outomoticolly  bring  pros¬ 
pects  for  storm  windows  into  your  soles  room 
without  convossing  Dustite  Gosket  is  o  reol 
troftic  builder  ond  prospect  finder  for  storm 
windows  ond  oil  home  improvement  items.  Sold 
under  ten-doy  money  bock  guorontee. 


DUSTITE 

PRODUCTS  COMPANY 

«  CANTUBMT  it.  •  DAYTON  «,  OHIO 


DEALERS  WANTED 

WRITE  FOR  FULL  DETAILS 


Standards  Approved 

{Continued  from  Page  63) 
should  be  stated. 

8.  Guarantee 

If  guarantees  are  referred  to  in 
advertising  of  combination  storm 
windows  or  storm  doors,  they  shall 
be  qualified  as  to  their  terms  and 
conditions  and  shall  be  clearly  and 
specifically  defined  as  to  time,  labor 
or  materials. 

il.  .Minimum  (Quantity 

If  any  price  quotation  for  a  com¬ 
bination  storm  window’  is  based 
upon  the  purcha.se  of  a  minimum 
quantity,  such  fact  shall  be  clearly 
and  eonsi)icuousIy  stated  in  con¬ 
junction  therewith.  For  example, 
state  clearly  and  conspicuously  the 
number  nece.s.sary  to  purchase  in 
order  to  obtain  the  cwlvertised  price. 

Id.  .Misleading  Claims 

The  claim  that  a  combination 
storm  window  or  storm  door  is 
j  “Burglar  I’roof”  shall  be  avoided  ! 

in  the  advertising  of  combination 
:  storm  windows  and  storm  doors.  1 
ALso,  no  statement  shall  be  made 
which  would  imply  that  the  com- 
bination  storm  window’  or  storm 
door  will  last  a  “lifetime”;  or  will 
imply  that  combination  storm  win¬ 
dows  will  last  forever  or  do  not 
require  i)roi)er  care  for  .satisfac¬ 
tory  maintenance  over  the  years. 

11.  Di.sparagement 

Combination  storm  windows  and  ' 
.storm  doors  shall  be  .sold  on  their  ■ 
merits  without  refiecting  unfairly  i 
upon  competition. 

12.  Superlatives 

Superlative  and  exaggerated  i 
statements  concerning  combination  | 
storm  w’indows  and  storm  doors  j 
and  their  efficiency,  which  are  not  I 
su.sceptible  of  positive  proof  by  the  ! 
advertiser,  shall  be  avoided.  I 

13.  Misrepresenting  Products  as 
Conforming  to  Standard 

! 

Representations,  through  adver-  | 
tising  or  otherwise,  that  any  com-  I 


3  channel 


100%  EXTRUDED  ALUMINUM 

3  CHANNEL 

combination 

SCREEN  &  STORM 
WINDOWS 

Wrife  for  /iforofure  oncf  defaih 
on  diiirihutorship  franchise  for 
JASCO  WINDOWS  ond  DOORS 
*  Potent  Pending 


JRSCO  ALUMINUM  PRODUCTS 

CORPORATION 

2099  Jericho  Turnpike 
New  Hyde  Park,  L.  I.,  N.  Y. 

Telephone  Fleldttone  7-8703 


ROLLED  ALUMINUM 

SCREEN  FRAME  AND  SPLINE 

ProcUion  roll  formed  from  3  SH-16  aluminum 

Design  based  upon  the  most  popular  profile  sec¬ 
tions  now  being  used  by  leading  fabricators  and 
KD  plants.  Easier  fabrication  and  low  cost  puts 
you  in  line  with  any  competition. 

Send  for  FREE  SAMPLE  and  price  information 
stating  quantity  and  lengths  desired.  Available 
for  prompt  delivery  direct  from  our  own  mill. 
Minimum  order  of  10,000  feet  in  sizes  3  feet  to 
21  feet.  Packed  in  fibre  coiiont. 


Write  R.  D.  WERNER  CO.  INC. 

Indwfriol  Diviiioti 

^vS  Fifth  Avchm,  N.  Y.  16,  N.  Y.  MU  6-2S9S 


HaMlactvMS  -  lisic  AhialMa  titnswm  jM  Ml  finNd  PriDKts 


M  #<I1»  A«g  .  Mra  Tgrk  IS.  N  V  •  rMterm.  6re*R»»h«.  <  OlAawb.  OnI  .  CDORtfe 
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bination  storm  window  or  storm 
door  or  component  thereof,  or  other 
industry  product,  conforms  to  a 
standard  or  jrrade  of  material  gen¬ 
erally  recognized  in  or  applicable 
to  the  metal  industry,  when  such 
is  not  the  fact,  shall  not  be  used. 
Materials  of  window  must  be  speci¬ 
fied  in  ads. 

11.  Substitution  of  I’nniucts 

The  practice  of  shipping  or  de¬ 
livering  combination  .storm  win¬ 
dows  or  storm  doors  or  other  in¬ 
dustry  products  which  do  not  con¬ 
form  to  .samples  submitted,  or  to 
.specifications  upon  which  the  .sale 
is  consummated,  or  to  representa¬ 
tions  made  prior  to  securing  the 
order,  without  the  consent  of  the 
purchaser  to  such  substitutions 
shall  be  avoided. 

15.  “Free”  Offers 

The  term  “free”  or  “gratis”  or 
"gift”  or  similar  exiu’essions  con¬ 
noting  “without  co.st  or  obligation” 
or  “gratuitou.s”  must  not  be  u.sed 
when  the  offer  of  an  article  or 
service  is  dependent  upon  the  pur- 
cha.se  of  other  merchandi.se  or 
services. 

16.  Inclusion  of  All  Component 
I’arts 

Component  parts  which  are  es- 
.sential  elements  for  proper  instal¬ 
lation  and  use  of  a  storm  door  or 
storm  window  shall  not  be  repre- 
.sented  as  being  provided  without 
additional  charges. 


Read  about  the 
Boom  In 
Jalousies 
in  the 
OCTOBER 

BUILDING  SPECIALTIES 


^  By  Juniper! 


1  mi  1$  BOKI! 


Tho  **Junipor** 
TRIPLK  TK.lf'K 

All  aluminum 
Combination 
Storm  &  Screen 
Window 


m)  (iADdETS 
. . .  JUST  EFFICIENC  Y! 

Easienl 

Installation  ever! 

Service  call  hacks 
eliminated! 


★  63ST-5  extruded  aluminum. 

★  U-type  expanders. 

★  Automatic  adjustment 
to  any  prime  frame. 

★  Automatic  weatherlock 
tongue-in-groove  TRACK 
design  .  .  .  not  channel. 

★  Self-storing  inserts. 

★  Absolute  ventilation 
control  from  top  or  bottom. 

★  Inserts  raise  or  lower  to 
any  position  .  .  .  and  STAY! 

ic  All  aluminum  screening. 


It's  the  STAR  in  your 
sales  picture,  by  Juniper! 


J 


unt§Ber  aluminum  products,  inc. 

;{22-:{24  KLTON  ST'RKKT' 
BROOKLYN  S.  N.  Y. 
TKLEPMONK:  MYacinth  .5-().5(H) 


otJf' 


help 

f 


AlumS'grilU  made  from 
hMvy  Vm**  extruded  alu* 
minum.  All  grilles  have 
bright  saiin<finifh. 


^^ALUMA- GRILLE 


gOOf- 


Mom,  win  or  writo  torkiy  L»rgt  luminou,  initial,  9'  , 

for  fullott  partirulors  inchci,  on  haavy  aluminum. 

ALUMINUM  SPECIALTIES  COMPANY 

115  Market  Street  Youngftown,  Ohio 

.—A- PHONE  « 
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Afl^EK 


Cheek  these  edvanteges... 
PHONE  us  today 

Year  'round  lelf-iloring  itinvenicnie. 

Screen  or  tiurm  sash  raises  or  lowers  lo  any 
level  instantly  with  6nf;er  pressure.  No 
levers,  latches,  catches,  ratchets  nr  other 
operatinf;  hardware. 

Ruftited  frame  lip  hts  almost  all  double-hun^ 
primary  windows  with  no  special  inslalla- 
Isom  work. 

All  sash  inserts  changed  from  inside  in  2tt 
sectmds  or  less.  A  child  can  do  it. 


Quick,  easy  o|>ening  at  any  time;  for  mop 
dusting,  sill  cleaning  or  other  access. 
Positive  interlock  at  meeting  rail. 


Rigid  permanent  exlrutlej  aluminum  —  no 
maintenance  or  painting.  No  Icxks  or 
gadgets  to  get  out  of  order  —  service-free ! 
No  fitting  problems  on  out-of-true  windows. 


Easiest  possible  installation  —  ideal  for  low 
cost  profit-bcM>sting  "install  it  yourself"  sales 
direct  to  home-owners. 


Lowest  Kncnked  •  IX>wn  prices  for  all- 
weather  aluminum  screen  and  storm  sash  of 
comparable  quality. 


Quick,  easy  re-glaring  or  re-screening. 


A  tried  and  proved  window  in  every  detail. 


DEALERS  .  .  .  K.  D.  OPERATORS  Mfl’  RK  IN  Itl'SINESS.  wicli  inu\imum 

|>iolil  |M)U'iilial  and  niitiiniunt  incestmeiil  when  you  handle  the  AIKEX 
loiiiliin.ilion  scic-CMi  .ind  sloim  uindou.  (dioicc  lerriioiies  asailalde  on  a 
li.iiK liisc  basis.  Phone:  Walnut  1-1166 


c9n  REX  ^Windows  Inc. 

■iHV  4t7  BONHAM  AVE.,  COLUMBUS  3,  OHIO 


Canvassing 

{('(stitiiiiud  from  Pafie  36) 

ment  ('o.  I  have  a  messajre  ftir  yt)u 
that  will  mean  many  dollars  saved 
each  year  through  the  use  of  our 
Motlern  window  conditioning  plan. 
.May  1  step  in?” 

'These  are  only  a  few  of  the 
many  approaches  that  can  be  used, 
modified  and  adapted  by  conditions 
ba.sed  on  personal  experience  and 
ob.servatit)n  of  the  trading  territory. 
Information  about  the  product  can 


be  uniformly  arranged  to  pre|)are 
the  most  interestintr  details  for  the 
prospect. 

In  this  preliminary  conversation, 
it  is  equally  important  to  direct 
the  conversation  “You-ward.”  That 
is,  narrow  down  the  es.sential  points 
to  the  needs  of  the  prospect;  ob¬ 
serve  the  need  for  storm  windows, 
doors,  porch  enclosures,  etc.  by  a 
quick  “casing”  of  the  premi.ses. 
Show  where  and  how  they  can  be 
utilized  in  that  particular  house. 

Remember,  however,  that  it  is 


important  to  first  .sell  the  .services 
of  the  product.  Stress  the  comfort, 
convenience,  .safety  and  economy 
of  the  installation.  The  construc¬ 
tion  features  don’t  have  to  be  em¬ 
phasized  unless  there  are  .some 
jiarticular  elements  to  be  brought 
out  which  will  show  their  superi¬ 
ority  over  a  competitor’s.  Techni¬ 
cal  language  will  only  confu.se  and 
interrupt  the  normal  .sales  pre.sen- 
tation. 

Here  are  .some  of  the  important 
features  about  a  storm  window, 
for  example,  that  are  likely  to 
arou.se  the  mo.st  interest: 

1.  Assures  more  constant  room 
temperature 

2.  Free  from  draft 

3.  Easy  to  clean 

4.  Provides  filtered  .screen  ven¬ 
tilation 

5.  Saves  fuel 

6.  Nothing  to  change,  nothing 
to  store 

Unless  sale  can  be  closed  then 
and  there,  it  is  not  necessary  to 
go  into  full  details  on  the  product. 
That  can  be  better  left  for  the 
evening  appointment.  The  main 
objective  in  this  preliminary  ap¬ 
proach  is  to  arouse  interest  and 
kindle  a  desire. 

Evening  ('all 

In  this  important  evening  call, 
the  atmosphere  will  be  more  per- 
.sonalized  and  less  formal  than  the 
usual  direct  business  approach.  At 
that  time  the  house  occupants  are 
more  relaxed  and  the  .salesman’s 
objective  is  to  cultivate  their 
friendship.  This  can  be  sometimes 
done  by  di.scu.ssing  mutual  hobbies 
or  places  of  interest.  An  equal 
liking  for  fishing,  painting  or  boat¬ 
ing  has  often  provided  the  neces¬ 
sary  foundation  for  making  a  .sale. 
The  .salesman  must  first  sell  him- 
•self  on  this  occasion,  then  the  prod¬ 
uct  follows. 

When  it  is  felt  that  the  pros¬ 
pect’s  confidence  and  acceptance  of 
the  product  has  been  reached,  that 
is  the  psychological  moment  to 
{Continued  on  Page  70) 
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« Jim 

F  '•  «’•  9los.  i„  .k  yoo  do 

f  Tk"*  9loiing 

I  Thof.  oil!  If.  'X"'’'”'"  ‘P’*"*- 

'®0'*  needed! 

CUT  OVERHEAD  I 

Low  first  cost  keeps  your  inventory  in¬ 
vestment  at  a  minimum.  Assemble  only 
os  needed.  Or  you  can  use  the  savings  to 
increase  your  stocks  and  give  your  cus- 
turners  better  service.  Either  way,  you’re 
ahead! 


New  Wilion  Aluminum  Storm  Sash  for  outside  instol* 
lotion.  Permanent,  self-storing.  Designed  for  fast, 
easy  assembly.  Streamlined  appearance — no  un¬ 
sightly  clips  or  brackets  used  to  hold  insert  panel. 


best  COMSTRUCTIOM 

Top  quolHy  '"XX«"d*tnr.'rv.of.- 

O,  .tolnl...  •'«> 
hardware  furnished. 


WITH  THIS  NEW,  IMPROVED  STORM 
SASH,  ANYONE  CAN  DO  HIS  OWN  AS¬ 
SEMBLING.'  BUY  K.D  FROM  WILSON 
AND  MAKE  A  BIGGER  PROFIT.  YOUR 
CHOICE  —  DELUXE  OR  ECONOMY 
MODELS.  WRITE  TODAY  FOR  FULL 
DETAILS  AND  PRICES. 


1  Here’s  the  answer  to  your  demand  for  quality 
storm  sash  at  spectacular  savings.  You  can  buy 
Wilson  K.-D  units  at  prices  far  below  assembled 
cost.  You  also  save  on  shipping  charges.  All  you 
do  is  assemble  the  frame  and  glaze  the  insert — no 
other  assembly  necessary.  Your  total  cost,  including 
K-D  unit,  glass  and  labor,  will  average  a  good  25% 
less  than  the  cost  of  factory  assembled  storm  sash! 

L.  S.  WILSON  MFG.  CO. 

333*  %.  WISTIRN  AVI.,  CHICAOO  *,  lU. 

O  Please  rush  details  and  prices  on  your  new  storm  sash  that  will  save 
me  35%  on  my  costs.  I  am  also  interested  in; 

(~|  Wilson  Aluminum  Casement  Storm  Sash — outside  type — factory 
assembled. 

Q  Wilson  Aluminum  Casement  Storm  Sash  —  inside  type. 

Q  Wilson  Aluminum  Screens  for  metal  casemenrs  and  double  hung 
windows. 
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uuinsTRom 

3  TRACK  ALUMINUM 
COMBINATION  STORM 
WINDOWS 


You  and  your 
prospects  will  see 
REAL  VALUE  in 
this  top  quality 
product — All  ex¬ 
truded  aluminum  — 
Satin  finish  —  Adjustable 
Sub-frame.  Plus  many  exclu¬ 
sive  engineered  features.  More 
sales  and  less  service  calls  will 
assure  more  PROFITS. 

Inquiries  Invited 


ujinsTRom 

MANUFACTURING  CORP. 
15-32  127fh  St.  College  Pt  .N  Y. 


Worid's  first  pockoged 
algminum  owning 
lots  you  fit  any  size 
window  — from  stock  I 


Here's  the  big  news  In  metal  awn¬ 
ings— Childers  Aluminum  Awnings 
are  completely  packaged  with  all 
fittings  at  the  factory.  No  special 
tools  or  tedious  assembly  required. 
Gleaming,  baked-on  enamel  finish. 
Leakproof  yet  ventilated.  Rot- 
proof,  fade-proof,  rust-proof. 

OMisrt  wfitt: 

Childtrs  Mfg.  Co. 

MSO  WmI  nth  St. 

S,  Taaat 


CHILDERS 

All  ALUMINUM 


Nersica 

(Contvnnd  from  Page  64) 

The  idea  of  diversification  ha.s 
been  .so  strongly  pre.sented  hereto¬ 
fore  by  NKRSICA  in  the  Ea.stern 
territory  that  contractors  have  ex¬ 
panded  their  .sales  in  the  home  im¬ 
provement  field  and  added  to  their 
profits  by  doinjf  so. 

"If  a  contractor  operating  in  the 
territory  covered  by  the  meeting 
gets  nothing  else  out  of  attending 
the  San  F'ranci.sco  Western  Con¬ 
ference  than  the  opportunity  to 
learn  of  the  additional  profits 
through  applying  and  installing 
tiew  building  specialties,  he  will  be 
fully  repaid  for  the  time  and  ex- 
pen.se  nece.s.sary"  .said  Mr.  Nichols, 
“but  he  will  also  hear  and  di.scu.ss 
all  other  problems  of  the  business 
with  tho.se  in  it." 

NERSICA  announces,  as  of  our 
press  time,  that  thirty  five  of  the 
fifty-two  exhibit  spaces  available 
are  contracted  for  by  manufac¬ 
turers. 


Canvassing 

(Conti lined  from  Page  68) 

tactfully  bring  the  conver.sation 
around  to  the  business  at  hand. 
Out  should  ccme  the  rule  and 
survey  pad  from  the  brief  ca.se.  A 
suggestion  to  the  hosts  that  they 
walk  around  the  hou.se  with  him 
taking  measurements  should  strike 
an  affirmative  respon.se. 

In  this  tour  the  salesman  ha.s 
his  be.st  opportunity  to  examine 
the  windows  in  the  presence  of  the 
prospects,  pointing  out  how  they 
can  be  improved  by  his  pnaluct. 
He  must  go  into  details,  show  that 
after  the  installatioji  there  will  no 
longer  be  a  .seepage  of  air  from 
cracks  surrounding  the  windows.  If 
there  is  wood  rot  present  on  the 
lower  corner  of  the  windows  be¬ 
cause  of  excessive  conden.sation, 
that  can  be  eliminated  by  his  prod¬ 
uct — and  so  on. 


EXTRUSIONS 

A  SPECIALTY.  .  . 

in  ilrucfwrel,  orchittcfwrol  and  dacorotiva 
ihopat.  W«  tolicil  yowr  inquiry  for  rochnicol  do- 
•ign  dato  ond  rocommondotiont  on  tho  procticol 
ond  prefitoblo  um  of  oluminum  oxtrviiont. 


MCDERMOTT  METALS  CO. 

CDGEMONT  A  TIOGA  STS  -  PHILA.  34  PA  NE4-T310 


DISTRIBUTORS 

WANTED 

for  INDIANA.  ILLINOIS 
MICHIGAN  and  MISSOURI 

Our  ctionf,  a  well-known  manufacturer  of 
top-quality,  nationally  advertised  deluxe 
outside-hinged  CASEMENT  STORM  WIN¬ 
DOWS  and  deluxe  combination  ALUMINUM 
STORM  DOORS  is  seeking  quolified  dis¬ 
tributors  for  the  above  territories.  His 
quolity  products  are  priced  SO  LOW  that 
his  present  distributors  ore  outselling  all 
competitors  in  their  respective  areas. 

Write  fully  giving  territory  coverage  and 
brief  background  on  your  organization. 

Reply  to 

ED  SHAPIRO,  INC. 

ADVERTISING 

Dept.  T,  1612  Market  Street 
Philadelphia  3,  Penna. 
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As  soon  as  these  preliminaries 
are  completed,  the  stage  is  set  for 
the  closing  act,  which  is  the  dem¬ 
onstration.  At  that  time,  make 
certain  that  all  parties  concerned 
are  present,  that  the  seating  ar¬ 
rangement  is  comfortable  and  that 
they  can  all  easily  observe  what  is 
going  on.  If  the  radio  or  television 
is  on,  ask  to  have  it  tunuHl  off.  Set 
the  sample  on  a  high  level,  even 
with  the  line  of  vision  whenever 
|K)ssible. 

The  demonstration  features  to 
be  brought  out  may  include: 

1.  Winter  V'entilation 

2.  Summer  Ventilation 

3.  Ea.se  in  opening  and  closing 

4.  Window  Con.struction 

5.  Window  Cleaning 

6.  Resilient  Screens 

7.  Replacement  &  Safety 

8.  Self  Storing  f’acility 

After  the  demon.stration  is  com¬ 
pleted,  questions  should  be  an¬ 
swered  freely.  That  is  also  the  time 
to  enter  into  the  time  i)ayment  and 
credit  plans,  or  discuss  any  other 
l)hases  of  financing. 

If  all  that  has  gone  before  was 
properly  handUnl,  the  final  closing 
should  be  a  simple  affair. 

Ladders 

(Coiithiufd  from  P(i</e  36) 

and  the  manufacturer  has  to  prove 
the  value  and  merits  of  his  pro¬ 
duct.  He  has  to  build  a  product 
which  .so  far  exceeds  the  quali¬ 
fications  and  .safety  factors  which 
were  heretofor  taken  for  granted, 
that  the  user  of  the  newer  product 
bei'omes  his  be.st  .salesman.  The 
u.se  of  the  lighter  metals  in  lad¬ 
ders  is  the  result  of  new  alloys 
and  heat  treating  methods  which 
pr(Kluce  greater  strength,  resis¬ 
tance  and  durability. 

How’ever,  no  matter  how  strong 
and  durable  a  light  metal  ladder 
may  be,  the  safety  of  the  user 
depends  on  careful  obvservance  of 
certain  rules.  For  example,  there 
is  a  proper  safety  angle  for  .set¬ 
ting  up  a  long  extension  ladder. 

(Continued  on  Page  72) 


When  you  want  QUALITY  windows 

You  Can’t  Beat  Redwood 


Check  these  proven  laets: 

1.  REDWOOD  is  one  of  the  world’s 
finest  insulators! 

2.  Heat  flows  thru  steel  260  times  as 
fast  as  thru  REDWOOD! 

3.  Heat  flows  thru  aluminum  1160 
times  as  fast  as  thru  REDWOOD  ! 

4.  REDWOOD  used  by  the  CAMP- 
HELL  SASH  WORKS  shows  le.ss 
shrinkage  and  swelling  than  con¬ 
crete! 

REDWOOD,  —  even  under  condi¬ 
tions  that  favor  decay,  —  is  one 
of  the  world’s  most  durable 
woods! 

6.  REDWOOD  DEALERS  show  a 
greater  percentage  of  profit  per 
dollar  of  merchandise  sold. 


CAMPBEId..’S  Redwood  Combination  Windows  are  the 
finest  quality  obtainable. 

THE  CAMPBELL  SASH  WORKS 

2409  WILSON  AVENUE  CAMPBELL.  OHIO 

Phone:  52615 


2>oo^  QfuUei- 


Get  oil  the  odvonced  fcotures  offered  by  the 
Dun-Mor  line  of  grilles.  Cut  inventories  50%. 
You  need  stock  only  26''  widths.  Exclusive 
ottochmg  clips  permit  cutting  off  ends  for 
oil  narrower  doors.  Send  sketch  of  your  doors 
for  free  individuol  suggestions. 

Pictured  is  6"  Push  Grille  List  $2.95 


Hfmleck  2709 

OUNCAN-MORRIS  CO. 

4t  N.  Voltoy  $1. 
AKRON  1,  OHIO 
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BUILDING  SPECIALTIES 


OUTSIDE  CASEMENT 


Ladders 


Window  Sales  Soar 

WITH 


KAYSER 


{Continued  from  Page  71) 

^  Failure  to  set  the  ladder  at  the 
right  angle  sometimes  results  in 
injury  to  the  user,  especially  when 
I  the  ladder  is  set  too  close  to  the 
wall. 


TENSION  ALUMINUM 


WEATHERSTRIPPING 

Eliminate  price  competition  by  odding  KAYSER 
Aluminum  Weotherstripping  to  your  outside  cotement 
windows. 


•  All- Weather  Protection! 

•  Trouble-Free  Installation! 


*  Lasts  a  Window- Lifetime! 

•  Competitively  Priced! 

Inquirios  invited  from  Storm  Window  Monufoc 
tureri  ond  K.  D.  Operator*.  Territory  Franchite* 


Strips  designed  for  opplicotion  to  oil 
standord  and  custom  built  steel  cosements. 


10441  Metropolitan  Avenue 
Kensiniton,  Maryland 
Phone  LOckwood  4-6468 


open  to  qualified  Distributors  and  Deolers. 

Invotfigofro!  Write,  Phone  or  Wire! 

A.  &  B.  Mf6.  Co. 


Safety  Angle 

A  quick  and  easy  way  to  deter¬ 
mine  how  far  away  from  the  base 
of  the  wall  the  bottom  of  the  lad¬ 
der  should  be  set  is  to  divide  the 
length  of  the  ladder  by  5  and  add 
2.  Thus  if  a  ladder  is  50  ft.  long 
and  this  distance  is  divided  by 
five  you  get  10.  Add  2  and  the 
answer  is  12.  A  50  ft.  ladder 
would  therefore  be  set  12  feet  from 
the  base  of  the  wall. 

Additional  Rules 

Here  are  some  additional  rules 
which  will  help  prevent  injury  to 
your  mechanics  when  they  are 
using  ladders  on  the  job: 


withstand  4,600  incb-pounils^ 
torque  test 


This  exclusive  WERNER  fea¬ 
ture  provides  ever-straight, 
never-twist  side  rails.  For 
you,  this  means  a  stronger, 
safer,  longer-lasting,  light¬ 
weight  ALOMILADDER. 

ALOMILADDER  Extensions 
give  you  lightweight  alumi¬ 
num  plus  WERNER’S  save- 
weight,  "fire-ladder”  con¬ 
struction  to  conserve  physi¬ 
cal  energy. 

Extensions  available  with 
flared  or  straight  bottoms. 

Write  Department  for 
complete,  up-to-date  ALOMI- 
LADOER  catalog— Extensions, 
Singles,  Steps. 


TIlit  Wffu wty  Suul  uppMurs 
•fi  ull  Wurnup  lu^durt 
This  lcMkl#r  is  gworontvud  by 
fb«  monwf<Ktur*r  to  moot  tho 
roouiromoAtt  of  tho  sofoty 
cooo  eovoring  motoriol,  con¬ 
struction,  ond  dotlon  os 
odoptod  by  tho  AAotol  Loddor 
Monufocturors  Assoclotion. 
AtUMflAOOFff  Fgfonsiont  o«> 
rood  sporrfiod  MIMA  sofoty 
fortors. 


HiMtKiirari-lMic  AkMMM  EitrisiMS  mi  RsN  IinMU  f  .-UKts 


I 


1)0  NOT  a.^cend  any  .step  lad¬ 
der  without  fir.st  making 
sure  that  the  spreader  is 
locked  to  hold  the  ladder  in 
an  open  position. 

DO  NOT  .set  a  ladder  on  un¬ 
even  or  slanted  surface. 

DO  NOT  a.scend  a  folded  .step 
ladder  which  has  been 
placed  against  a  wall  unlt'ss 
you  are  sure  that  the  angle 
of  the  ladder  will  not  cause 
it  to  slip. 

DO  NOT  stand  on  the  top  of 
a  step  ladder.  U.se  it  only 
to  hold  materials  and  act 
as  a  brace  against  the  legs 
to  keep  your  balance. 

DO  NOT  over-reach  from  the 
side  of  a  ladder — it’s  bet¬ 
ter  to  move  the  ladder. 

DO  NOT  “walk”  your  ladder 
while  on  it.  This  method  of 
moving  a  ladder  .strains  it 
and  throws  the  u.ser  off 
balance. 
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BowollltyonTBIHB? 


^  IMI  WAS  when  all  you  needed  wat  to  think  hard  and  work 
hard  anJ  build  a  better  mousetrap.  Then,  a<  the  saying  goes, 
the  world  beat  a  pith  to  your  door. 

//  //  cirr  that  happy  time  is  passej. 

fntnnunaiely.  tt>o  many  business  men  run  their  enterprises  on 
the  assumption  that  that  time  is  still  here  .  .  .  that  they  own 
the  best  mousetrap  and  destiny  will  direct  the  world  to  their 
place  of  business. 

WonIJ  that  thn  uere  so. 

'ie  at  WARNFR  M  ANUFACTURING  CORPORATION 
recogni/e  that  changing  times  demand  changing  though  .  .  . 
dynamic  trends  require  flexibility  in  tactic,  strategy  and 
mechanics  of  business. 


For  these  reasons,  ur  work  to  improve  'X  ARNI  K 

W  I  A  FM!  RMASTI  R  prmlucts  —  although  thev  eniov  an 
enviable  reputation  for  value.  W>  arntmuonsly  maintain  strong 
.td'crti  ing,  merchandising  and  sales  promotional  programs  with 
an.l  on  behalf  of  our  dealers.  U'V  iottfinmtuily  conduct  an 
•Aggressive,  personalized  relationship  with  <iur  dealers  to  keep 
abreast  of  their  needs,  experiences  and  problems  .  .  .  exchanging 
information  freely  for  mutual  assistance.  And  ur  ^^oHtlnMou^ly 
plan  for  the  future  .  .  .  designing,  engineering,  experimenting  so 
tint  anv  eventua  litv  will  find  'X'ARNFR  U'FATMI  R M AS TFR 
and  their  dealers  ready. 

If  >o//’ie  a  mrnJ  on  the  future,  you  uant  the  ktnj  of  ptof^msiir 
t  tn  trtntniet/t  to  he  fonnJ  at  WARSFR. 


WARNER  WEATHER-MASTER  COMBINATION  STORM  WINDOWS, 
DOORS  AND  PORCH  ENCLOSURES 
manufacturid  by 

UlARnCR  IllfC.  CORP. 

85  5  COMMUNIPAW  AVENUE 

JERSEY  CITY.  N.  J. 


74 


BUILDING  SPECIALTIES 


IT'S  MW  HERE 

The  cut  stock  service  youVe  always  needed 

CALIFORNIA  REDWOOD  KILN  DRIED 

Storm  and  Screen  Door  Stock 
Storm  and  Screen  Sash  Stock 

Furnished  cut  to  width  and  length  —  Rough,  S2S  or  moulded 
to  your  exact  patterns 

Eliminate  raw  lumber  storage,  ripping,  cutting 
and  moulding  operations 

Storm  and  screen  door  and  sash  stock  can  be 
furnished  in  same  car 

Delivered  prices  quoted  upon  receipt  of  specifications 

FRANK  R.  ADAMS  ASSOCIATES,  INC. 

35  East  Wacker  Drive 
Chicago  1,  Illinois 

Telephone:  Randolph  6-3626  Teletype:  CG  1618 


Conn.  Dealer 

from  Page  46) 

Cape  Cod,  Colonial  style,  ranch 
houses  and  the  like. 

The  purpose  here  is  to  impress 
a  prospect  with  the  fact  that  his 
house  can  be  similarly  improved  in 
appearance  by  the  product  and  that 
its  value  is  immediately  enhanced 
thereby.  Since  .several  of  these 
photos  are  of  houses  in  the  neigh¬ 
borhood  they  arouse  an  immediate 
interest  from  people  who  are  fa¬ 
miliar  with  them  and  their  owners. 

Equally  impressed  with  this 
photo  presentation  are  architects 
and  persons  who  are  planning  to 
put  up  their  own  homes.  Instead  of 
looking  over  drab  bluepritits  or  go¬ 
ing  over  a  lot  of  printed  matter, 
this  dealer’s  mes.sage  is  immedi¬ 
ately  clarified  by  these  color  slides 
and  black  and  white  prints. 


Before  and  After 


\  / n  I ' )  I  (.  i i  ^  Hi' s  t  I  )  Ti' s .s cA  1 1  ( nil  l' s 

An 

ALUMINUM  Storm^Screen 


PULL  UN6TH 
PIANO  nPE  HINGE 

«  An  axcliMiva  foohirn 
•ttminotos  mortising 
ond  rnokat  o  porfoct, 
rigid  inttoNoMon. 


Look  for  The 
Window  With 


CASEMENT  WINDOWS 

A  Stylo  to  suit  ovory  windowl 

The  Louvers!  BHwr  outside  or  inside  typo. 


Atfmbly  PhnU  Good  to  Coa$f! 


KEYSTONE  ALLOYS  CO. 


WINDOWS  &  DOORS 


Y«s,  best  dressed  but  most  important  .  .  .  homes 
will  be  more  comfortable  when  they’re  equipped 
with  Keystone.  Your  customers  will  appreciate 
the  Quality  and  Features  of  Keystone  products. 


The  before-and-after  photos  are 
also  used  extensively  in  the  presen¬ 
tation  message  of  a  subsidiary 
company,  Aluminum  Window  Co. 
which  is  owned  by  the  metal  awn¬ 
ing  man’s  brother,  Vincent  Sci- 
glimpaglia.  This  form  u.ses  the  pho¬ 
tos  to  explain  the  installations  of 
porch  enclosures  as  well  as  com¬ 
bination  windows. 

Cove  Awnings  also  finds  it  prof¬ 
itable  to  concentrate  on  new  hous¬ 
ing  developments  since  the  owners 
are  then  in  a  receptive  mood  for 
building  specialties.  These  people 
are  sent  a  form  letter  advising  of 
the  firm’s  services  together  with 
manufacturers’  literature  and 
other  envelope  stuffers  and  a  re¬ 
turn  prepaid  postcard.  The  letters 
are  addressed  to  “occupant”  ami 
placed  in  every  new  box  in  the 
development. 

Owners  of  these  new  projects 
are  receptive  to  packaged  deals  and 
are  offered  a  complete  window  set¬ 
up  at  a  lOrf  reduction  from  the 
standard  price.  This  includes  the 
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metal  awning  and  other  accessories 
such  as  traverse  rods,  shades,  door 
canopies,  etc. 

“We  find  it  profitable  to  do  this 
because  we  make  up  for  the  slight 
price  reduction  in  greater  volume, 
facility  in  book-keeping  transac¬ 
tions  and  savings  in  time  and  trans¬ 
portation  of  labor  and  materials 
since  many  jobs  can  be  done  at  one 
site,”  said  Mr.  Sciglimpaglia. 


.\dvertising 

The  company  advertises  at  least 
once  a  week  in  the  daily  “Stamford 
Advocate,”  but  days  of  insertion 
rotate  so  as  to  get  the  benefit  of 
reaching  an  audience  of  varied 
reading  habits.  Space  measures 
about  8  inches,  double  column  and 
is  illustrated  with  a  custom-model 
awning. 

For  some  time  the  company  tried 
adveidising  in  a  weekly  throwaway 
but  soon  realized  that  a  free  news¬ 
paper  did  not  reach  or  at  least  was 
not  read  by  those  of  the  more  well- 
to-do  cla.ss  who  could  afford  home 
improvements.  This  type  of  citizen 
depends  mainly  for  his  shopping 
information  on  the  more  sub.stan- 
tial  daily  newsjiaper. 


Danbury  Fair 

Hooths  are  al.so  taken  at  the 
Danbury  Fair  and  the  Stamford 
Homes  and  Industry  Show.  These 
exhibits  are  realistic  in  that  they 
show  a  miniature  of  a  front  wall  of 
a  liouse  conijilete  with  two  storm 
windows,  combination  door,  small 
roof,  awnings,  Venetian  blinds  and 
other  firm’s  products  in  their  pro¬ 
per  places.  At  the  Stamford  show 
visitors  were  asked  to  register 
their  names  and  addresses  and 
keep  the  stub  for  a  lucky  drawing 
and  prizes  of  merchandise  awaided 
the  winners  with  fir.st  choice  val¬ 
ued  at  .$:500. 

The  five  outstanding  salesmen 
are  all  jjrovided  with  leather  brief 
ca.ses  and  assigned  a  special  section 
to  cover.  They  are  paid  a  straight 


can  snccessfully  compete 
with  $20,000  firms 


You  can  start  immediately  in  your  territory,  profitably  compet¬ 
ing  with  firms  having  investments  of  more  than  $20,000  .  .  . 
This  is  possible  because  VULCO  SUPEIRIOR  requires  no  great 
outlay  of  money  from  you  for  expensive  machinery  or  for  large 
inventory  of  expensive,  intricate  parts!  .  .  .  We’ll  help  set  you  up 
as  our  factory  representative  in  your  territory,  helping  to  organ¬ 
ize  your  production  ^md  sales  staff  .  .  .  Insulation  or  other  "home 
improvement”  firms  can  qualify  as  representatives  since  VULCO 
sash  can  be  prefabricated  on  standard  sizes. 

“VULCO  SUPERIOR” 

. . .  the  greatest  news  in  many  years 


announcing 
an  entirely 
new  type 

STORM 

SASH 


VULCO  SUPERIOR  is  an  en¬ 
tirely  new  development  in  the 
trade! . . .  It’s  the  first  "knock  down 
triple  track”  in  standard  lengths 
(3,  4,  5  and  6-foot  heights)  .  .  . 
Extra  heavy  gauge  aluminum 
(.064)  is  rigid,  enduring,  beauti- 
hil  .  .  .  closely  engineered,  then 
fitted  and  securely  braded  .  .  . 
Final  assembly  is  quick  and  easy 
(can  be  done  in  minutes,  the  over¬ 
lapping  lip  providing  liberal  toler¬ 
ances  against  possible  out-of- 
plumb  windows)  .  .  .  triple  action 
allows  Summer  to  Winter  cheuiges 
instantly  .  .  .  Specially  designed 
for  factory  to  fabricator  market! 

Call,  write  or  wire  for  details.  ^ 


VULCAN 

METAL  PRODUCTS 
COMPANY 
Telephone  4>5424 

2801 — 6th  Avenue,  South 
BIRMINGHAM,  ALA. 


{Continued  on  Page  78) 


EXCLUSIVE  IN 

r/raDF-m/rD 

VENTILATORS 


r/f/ID£-l¥//lfD 

morp/f//i/rs.  ,£&.  />ic.  ■ 


BUILDING  SPECIALTIES 

Ontdoor^hcinerators  Add  To  Dealer's  Profits 
And  Solve  Home  Owner's  Garbage  Disposal  Problem 


IN  KITCHEN  VENTILATION 


txtra  itiniH  for  tho  spocially  dealor. 

They  ^upiily  a  real  need  and  are 
ver>’  easy  for  sale.-'meii  to  sell.  In 
many  areas  yrarba^e  and 

problem.  Low  or 

no 

week  and  in  many  communitiE's 
the  home  owner  mu.st  dispose  of  his 

home  to 

larire  wire  basket  or  unsijrhtly  ^ 

dnim.  This  daiiKerons 

children,  .soot  and  sparks  on  fresh- 

ly  laundered  clothinjr  still  on  the  _ 

line,  unplea.sant  odors  and  lly  ash,  ~ ■■■  - - -  ~~~—  jjff 

and  even  destructive  fires  that  ■''irf' *>**.*  ~ 

burn  down  nearby  homes.  ‘■■•“o.o’  Ct>. 

Loading  an  outdoor  incinerator. 

A  K<'od,  .scientifically  designed 

dispo.sal  unit  will  end  costly  refuse  will  eliminate  tlyiiiK.  burnintr. scraps 
hauling  and  eliminate  tire  hazards  and  reduce  all  refuse  to  line  ashes, 
to  property  and  children.  It  should  An  outdoor  incinerator  of  this 
be  rustproof,  sturdily  built,  and  tyjie  will  a|)t>eal  to  many  home 
operate  efficiently  in  any  weather,  owners  and  provide  additional  prof- 
There  should  be  a  jfi'^te  inside  to  its  for  dealers  and  e.xtra  commis- 
assist  inten.se  combustion  which  sions  for  .salesmen. 


%H€tiani€e 


Every  BZ2ZZZI2ZI  Clipper 
Ventilator  carries  a  five-year  pro-rata  guar¬ 
antee  to  the  original  owner.  The  warranty 
is  printed  on  a  prominent  card  attached  to 
each  unit  and  specifies  that  during  the  five- 
year  period  repairs  or  replacements  are 
made  by  the  factory  on  a  pro-rata  basis 
—  the  first  year  the  entire  cost  is  borne  by 
the  factory,  the  second  year  4  '5  of  the 
cost,  and  so  on 

Dependability  as  well  as  perform- 
once  is  built  into  every  M/Ar-7^'// /Hk 
Clipper  — that  is  why  they-carry  this  un- 
usuol  guarantee. 


trols.  Tilt  and  lift  cords  may  be 
situated  on  either  blind  as  desired. 

A  custom  feature  e.-pecially 
suited  to  large  Venetians  makes 
it  po.-sible  for  all  controls  to  be 
jtlaced  in  any  desired  position. 
This  simple  improvement  means 
that  it  is  no  longer  nece.ssary  to 
walk  from  one  side  of  the  V’enetian 
to  the  other  to  tilt,  rai.se  or  lower 
it.  Both  tilt  and  lilt  cords  may  be 
placed  next  to  each  other  on  the 
.same  side.  In  cases  where  it  is  not 
practical  to  have  controls  on  the 
.'ide  of  the  Venetian,  they  may  be 
moved  either  partially  or  com¬ 
pletely  into  the  center. 

Many  ."unny  rooms  with  wide 
{CoutliiKKl  OH  P(i;r'  78) 


Venetian  Blinds 

{CoHttHHi'd  from  Page  41) 

may  be  raised  or  lowered  together 
or  individually  as  desired.  The 
functional  advantages  and  added 
beauty  of  this  type  of  installation 
is  ea.sy  to  .see  and  .sell. 

(’orner  windows  present  an 
equal  chance  to  .sell  a  superior  cus¬ 
tom  in.stallation.  Properly  tailor- 
made,  corner  installations  are  strik¬ 
ingly  effective.  Whether  the  win¬ 
dows  themselves  join  at  the  corner 
or  not,  the  V'enetians  are  made  to 
fill  the  entire  corner  of  the  room. 
Slats  are  mitered  or  butted  to  give 
complete  closure.  Operation  of 
both  blinds  is  from  one  .set  of  con- 


The  only  ventilator  that  gives  you 

•  Ctiilril«((l  BItmrt  •  lnterch«n|cablt 

•  ll•lat(<  Matar  Haritantal  and 

•  Dripltti  trilla  Vtrlkal  Discharga 

•  tatlar  Inatailatlon  •  Fi*t-ytar  Cuarantea 


S7M  South  Main  St.,  Lot  Angelas  S7,  Colit. 
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CALIFORNIA 
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FRAME 


EXTRUDED 

ALUMINUM 

CHANNELS 
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ALUM  A  SUDE 


ALUMINUM  .  REDWOOD 


Mod*  by  tht  Manwfocturcn  of  fomout  ond  All  Aluoviiium  Window  Wtotborpieefing 


St*t 

]  ond  “iVtittfltM 

\M  WCATHERMATICS 

C«mft*mU6ii  W-Ptow', 


0«-  >•  cow.  i*st 

BE  SURE  TO  GET 
OUR  PRICES  FIRST 

The  only  complete  program 
ever  offered  to  assure  suc¬ 
cess  of  every  dealer's  busi¬ 
ness.  A  carefully  planned, 
step  by  step  program  for 
sales,  promotion  and  instal¬ 
lation  is  provided.  We  fur¬ 
nish  FIELD  ASSISTANCE 
and  SUPERVISION  by  men 
with  plenty  of  storm  window 
eiperience  and  "know-how  " 
WRITE  TODAY! 


casement 

STORM  SASH 


rjl 


COMBINATION  |  *  il  COMBINATION 
DOORS  BaSEM«NT 

WINDOWS 


JAIOUSIES 

SCREENS 


INVESTIGATE  THIS  ALL  NEW.  DIFFERENT  /CWmW- COMBINATION  TODAY/ 

SeaA  CORPORATION 


Equipped  wnth  the  moit  modern  wood  working 
~nd  olwminwm  proceuing  mothinery  ovoiloble* 


14593  Meyers  Road  •  Detroit  27,  Michigan 
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9  9/feafU> 

of  Research  and  Manufacturing  experience  guarantee 
the  quality  and  performance  of  every  foot  of 
REXTRUDE*  flexible  cross  sections  for  windows  and 
screens. 

Rex  will  custom  make  to  your  specifications,  from  dies  mode  in 
our  own  toolroom,  any  type  of  screen  spline,  glazing  channel, 
glass  spline  and  weatherstripping. 

Our  laboratory,  with  its  highly  trained  staff,  is  available  for 
consultation  without  obligation  on  your  difficult  problems.  In 
addition,  they  are  continually  checking  present  formulations  with 
an  eye  to  improving  them  whenever  a  new  development  is  dis¬ 
covered.  In  this  way,  Rex  continually  offers  you  the  quality  product 
of  the  industry  at  the  lowest  possible  prices. 

Write  Today  tor  Complete  Information,  Samples  and  Prices 

*  Reg.  U.  S.  Pof.  Off. 

THE  REX  CORPORATION 

51  Landsdowne  Street,  Cambridge  39,  Mass. 

Phone:  TRowbridge  6-1374 


ALUMINUM  COMBINATION 
CASEMENT  SASH  &  SCREEN 


UNIQUE 

INTERLOCKING 

DESIGN 

COVERS  VENT  OPENING 


CORK  INSULATION 

DOUBLE  STRENGTH 
GLASS 

EXCLUSIVE  DRIP 
CAP 

Many  Exclusive  TerfHofles  Avollofcle 


WRITE  —  WIRE 
or  PHONE  .  .  . 


WIN-SUM  WINDOW  CORP. 


ir006  GREELEY,  DETROIT  3,  MICH. 


TOwnsend 


9-6948 

9-9095 


I  Conn.  Dealer 

j  (Continued  from  Page  75) 

!  commis.sion  of  lof'c  and  get  an  ex- 
'  tra  2%  at  the  end  of  the  year,  but 
mu.st  be  with  the  firm  at  that  time. 
^  This  practice  helps  reduce  turn- 
I  over. 

i  Installation  is  left  to  a  crew  of 
I  four  who  use  two  trucks  and  oper- 
I  ate  out  of  the  company  warehouse 
I  in  the  western  end  of  the  city. 

The  business  was  established  in 
;  1914  by  Joseph  Sciglimpaglia  and 
i  is  a  continuation  of  the  Artcraft 
^  Venetian  Blinds,  founded  in  19.‘19, 

ntk/ 

I  Venetian  Blinds 

:  (Continued  from  Page  76) 

groupings  of  small  windows,  or 
two  or  more  large  windows  to¬ 
gether,  offer  ideal  locations  for 
I  the  single  head  multiple  blind  in- 
.stallation.  In  this  type  of  installa¬ 
tion  a  single  operating  mechanism 
:  (metal  head)  is  fitted  across  the 
.  top  of  the  entire  group  of  windows. 

;  The  blind  it-^elf,  however,  may  be 
!  divided  into  as  many  sections  as 
j  desired.  This  affords  the  beauty 
and  convenience  of  one  large  Vene¬ 
tian,  and  at  the  .same  time  allows 
individual  .sections  of  the  blind  to 
be  raisetl  or  low'ered  to  catch  the 
sun  in  its  course  across  the  room. 
Tilting  of  all  .sections  is  done  from 
I  one  control  for  convenience  and 
■  uniformity  of  tilting  angle.  Lift 
I  cords  for  all  .sections  can  usually 
j  be  grou|)ed  together  if  desired. 

Architects  now  often  provide 
ceiling  pockets  above  large  picture 
windows.  Venetians  are  in.stalled 
into  these  iK)ckets  and  drawn  up 
completely  out  of  sight,  when  not 
in  u.se,  allowing  an  unobscured 
view.  Where  pockets  have  not  been 
i  built-in  above  the  window,  they 
:  can  often  be  easily  made  of  ply- 
1  wood  and  painted  to  match  walls 
I  or  woodwork.  If  the  Venetian  is 
j  to  l)e  easily  in.stalled  and  removed, 
I  special  installation  brackets  are 
i  required  as  the  blind  is  fitted  up 
I  into  the  pocket  and  there  is  very 
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little  room  to  work  in.  This  is  an¬ 
other  custom  feature  that  should 
not  Ire  overlooked. 

Many  commercial  installations 
offer  an  opportunity  to  sell  desir¬ 
able  features  which  the  prospect 
is  not  previously  aware  of.  One  of 
the  most  adaptable  types  of  in- 
-stallation  for  commercial  use  is 
the  sinjfle  head  multiple  blind  type 
already  discu.s.sed.  This  in.stalla- 
tion  is  especially  pood  for  store 
display  windows.  With  it  windows 
can  be  divided  into  variable  sec¬ 
tions,  or  a  small  stnition  of  the 
window  may  be  isolated  for  dra¬ 
matic  display.  Effective  display 
can  also  be  made  throuph  lowered 
Venetians. 

Naturally  Venetians  are  ideally 
suited  for  shuttinp  of  display  win¬ 
dows  durinp  decoration  and  for 
protectinp  merchandise  durinp  the 
parts  of  the  day  when  the  sun 
beats  directly  into  the  window. 


Remote  Control 

Remote  control  of  Venetian 
Blinds  is  a  cu.stom  feature  readily 
appreciated  by  the  store  owner. 
Blinds  hunp  in  the  front  of  the 
window  may  be  operated  from  in¬ 
side  the  store.  It  is  not  neces.sary 
to  enter  the  window  to  work  the 
blinds.  Remote  control  immediate¬ 
ly  overcomes  the  bippest  nepative 
to  the  use  of  Venetian  Blinds  in 
display  windows. 

Commercial  installations,  in  par¬ 
ticular,  often  require  a  wide  vari¬ 
ety  of  special  in.stallation  brackets 
to  overcome  obstacles  such  as  sipns 
and  pii>es.  In  store  windows  it  is 
often  necessary  to  drop  a  blind 
far  enouph  away  from  the  pla.ss 
to  clear  a  neon  sipn.  Such  ob.stacles 
pre.sent  no  problem  for  the  Cu.stom 
V'enetian  which  may  be  mounted 
with  adjustable  extension  brackets 
or  with  a  variety  of  other  standard 
fittinps  which  .solve  almo.st  every 
installation  problem. 

While  on  the  subject  of  special 
fittinps  for  Cu.stom  Venetian 
Blind  installation.s,  we  should  cer¬ 
tainly  con.sider  the  subject  of  Vene- 
(Coiifitiued  on  Patje  80) 


,/ 


CAULKIHQ  CMIPOUHD 
’  ff)  28  P8RI/IAIIEHT  COLORS 


match  or  harmonize  with 
all  building  materials 


Now  select  a  CALBAR  Caulking  Compound  to  match 
brick,  asbestos  cement  siding,  shingles,  metal  or 
wood  ...  in  ANY  color  required  .  .  .  including 
black,  brilliant  white  or  aluminum.  And  remember, 
CALBAR  is  non  hardening  and  non  staining,  and 
complies  with  Federal  Specifications  and  those  of 
the  Asbestos-Cement  Products  Association. 

Write  today  for  complete  Information 

CALBAR  PAINT  &  VARNISH  CO. 

2612-26  N.  Marlho  St.  •  Phlla.  2S,  Pa. 


Monufaclurert  of  Ttchnlcol  Products 


txccluin 


Triple  Track 

'-CoSa"lion  WINDOWS 


Soles  come  eoty  with  EXCELUM  windows  be* 
couse  you're  selling  top  quolity.  Engineered 
from  the  finest  extruded  aiumtnum,  they  hove 
eliminated  service  colls.  Soles  resntonce  melts 
when  you  show  EXCELUM's  exclusive  features 
ond  rigid  construction. 


COMBINATION 


Cxcelum  ALUMINUM 


DOORS 


WrH»  tor  Dotolli  of  Our  DMrIbutor  KD  PL4N. 
induttro  iorrHorlot. 

)6SS  Jtricho  Turnpikt, 
New  Hrde  Pork,  L.  I 
N.  Y. 


Jamaica  Sash  &  Door  (o. 
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How  You  (an  Add  A  New  Profitable 
Department  To  Your  Present  Business  And 

Many  Dealers  Are  Now  Selling 

FTDF  f  TTr  home  fire 
I1KL*LIIL  ALARM  SYSTEMS 

Approved  For  F.  H.  A.  Financing 


Every  homeowner  (people  whom  you  hove 
lold  before  ond  new  prospecti),  ore  coito- 
mert  for  FIRE  IITE  Home  Fire  Alarm  Syifemt. 
Mony  deoleri  in  your  field  ore  now  making 
big  profifi  with  FIRE  LITE  .  .  .  without  chang¬ 
ing  their  buiinett  set  up,  without  a  large 
investment. 

Powerful,  Teifed  Sales  Plan 
Clinches  Many  Sales  for  You! 


To  soli  the  homeowner  a  FiRE-LITE  System 
requires  only  the  use  of  our  soles-tested  plon 
and  a  small  demonstrotiorv.  It  will  close  soles 
for  you i 

FIRE'LITE  is  a  completely  wired  system 
throughout  the  house,  with  U.L.  Approved 
Rote-of-Rise  Detectors,  detecting  fires  instantly 
in  every  room  in  the  house. 


Write  Today  for  an  Exclusive  Dealership! 


FIRE-LITE  ALARMS 


DEPT.  B  -  168  SHELTON  AVE. 


HAVEN,  CONN. 


yj-Seal  "KD”  WINDOW  KITS 
MAKE  YOU  MORE  MONEY 


ASSEMBLE  These  Aluminum  Combination 
Storm  Windows  YOURSELF. 

NO  EXPENSIVE  EQUIPMENT  NEEDED! 

Smart  dealers  arc  buying  V-Seal  knocked- 
down,  "picture  frame"  windows — assembling 
them  themselves  and  pocketing  the  savings. 
Assembly  of  these  sturdy  windows  is  easy 
— only  $10.00  worth  of  tools  necessary. 
Anyone  can  do  it — in  the  shop  or  on  the  job.. 
Installation  is  just  as  simple.  New,  exclusive 
V-Seal  "picture  frame”  construc¬ 
tion  fits  all  modular  windows — 
gives  weathertight  fit — ends  costly- 
on-the-job  fitting  and  adjustment. 


lay  at  Distribatan  Prkas  .  .  .  Make 
Caaihiaed  DistrMatar,  Dealer  ood  Retailer's  Prafit 

All  V-Seal  products — Aluminum  Combination 
Windows.  Storm  Sash  for  Steel  Casements  and 
Basement  Sash  can  be  bought  knocked  down — a 
feature  that  makes  it  possible  for  you  to  sell  them 
lower,  yet  make  more  profit. 

lostorn  DIvbion,  478  Belmont 
Avonut,  Holedon,  New  Jersey 

Western  Dlvlsien,  1134  S.  4tH  Sfroota  $t.  Louis,  Missouri 


The  C«mp/ef«  liee  »f 

f4(uttUt€Um 

Combinotion  Storm  Windows 
plus  Storm  Sosh  ter  Stool 
Cosoments  end  Bosemont 
Windows. 


Venetian  Blinds 

{Continiwd  from  Page  79) 

tians  complemented  by  curtains 
and  draperies.  This  leads  us  into 
the  di.scu.ssion  of  fixtures  such  as 
traver.se  rods,  cornices  and  curtain 
rods. 

The  up  to  date  Cu.stom  Venetian 
can  easily  be  fitted  with  brackets 
which  i>ermit  the  attachment  of 
curtain  and  drajiery  fittings  dir¬ 
ectly  to  the  head  of  the  blind. 
The.se  fixtures  are  easily  installed 
and  removed  by  merely  sliding 
them  in  and  out  of  the  brackets. 
It  is  no  longer  necessary  to  deface 
walls  and  woodwork  with  screws 
and  plugs.  Cornices  which  are  at¬ 
tached  directly  to  the  head  of  the 
blind,  rather  than  to  the  wall,  can 
be  easily  supplied  by  the  salesman 
or  made  by  the  customer  from 
plyw(H)d.  They  are  just  as  easy 
to  install  and  remove  as  the  blind 
it.self  and  leave  no  defacing  marks 
on  the  walls  when  demounted.  This 
feature  is  especially  desirable  in 
ajiartments  where  regulations  may 
forbid  mounting  directly  to  the 
wall. 

As  mentioned  at  the  beginning 
of  this  article,  the  .sale.sman  for 
good  Custom  Venetians  welcomes 
the  opportunity  to  solve  window 
problems.  The  endless  variations 
that  can  be  made  in  tcnlay’s  ver¬ 
satile  Cu.stom  Venetians  gives  him 
a  product  that  cannot  bt*  equalled 
by  any  other  form  of  window  cov¬ 
ering;  one  that  is  of  the  highest 
quality  and  that  will  render  long 
and  .satisfactory  .service.  His  Cus¬ 
tom  Venetians  give  full  x-alue  for 
the  dollar  and  are  not  expensive. 
In  other  words,  Cu.stom  Venetians 
are  an  ideal  product  for  aggres¬ 
sive  selling.  One  that  has  broad 
.sales  i>otential  and  returns  gootl 
|>rofit  for  eff(»rt  expended. 


IVvW  larMaMiaiUartctt 


'^-Seal  CORPORATION 

1300  Batavia  Avenue,  Royal  Oak,  Michigan 


Interested  in  getting 
Venetian  blinds  from  a 
nearby  manufacturer? 

Write  to  Inquiry  Dept. 
BUILDING  SPECIALTIES 
425  Fourth  Ave.,  N.  Y.  16 
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Commercial  Awnings 

{Continued  from  Page  35) 
reasons  for  putting  the  awning  in 
the  “necessity”  rather  than  the 
“luxury”  category.  Certainly  most 
hospitals  regard  their  awnings  as 
a  necessity  because  they  provide 
protection  for  convalescing  pa¬ 
tients.  In  addition,  awnings  will  be 
found  to  relieve  the  air-condition¬ 
ing  load  in  laboratories  and  other 
parts  of  the  building. 

Factories,  on  the  other  hand, 
may  not  consider  awnings  an  abso¬ 
lute  necessity,  but  are  aware  of 
their  enormous  benefit  in  control¬ 
ling  light  and,  like  the  hospital,  af¬ 
fording  relief  for  the  air  condition¬ 
ing  units  in  laboratories  and  ad¬ 
ministration  offices. 

The  hotel,  too,  increasingly  clas¬ 
sifies  awnings  as  a  necessity.  They 
cut  down  light-glare  in  guest 
rooms  and,  on  the  whole,  make 
things  cooler  and  more  comfortable 
for  patrons. 

Beauty  and  Color 

As  far  as  attractiveness  is  con¬ 
cerned — here,  both  the  retailer  and 
the  institution  can  be  said  to  bene¬ 
fit  enormously.  Awnings  unques¬ 
tionably  add  beauty,  color,  eye¬ 
catching  appeal.  The  retailer,  who 
is,  of  course,  interested  in  attract¬ 
ing  customers  to  his  store,  can  af¬ 
ford  to  be  as  flamboyant  as  he 
likes  in  his  choice  of  awning  col¬ 
ors;  institutions  and  hotels,  on  the 
other  hand,  can  select  quiet  colors 
to  enhance  tastefully  the  whole 
cool  pleasant  atmosphere  of  build¬ 
ing  and  grounds. 


Urip^^ex 

(PICTURE  FRAME) 

Weather-Seal  All-Extruded 
Aluminum  Combination 
Storm  Windows  and  Doors 

*  Competitively  Priced! 

*  Excellent  Quality! 

*  Completely  Interlocked! 

*  Positive  Cam  Catch! 

*  No  Springs  to  Rust  or  Lose  Tension! 

*  Mitred  Frames! 

*  Completely  Extruded! 

*  Superbly  Engineered! 

WANTED: 

DEALERS  AND  DISTRIBUTORS! 


PROMPT  DELIVERY  AT  ALL  TIMES  IS  ASSURED. 
K.  D.  OR  COMPLETELY  ASSEMBLED 

Write  or  Call  . .  . 


1610  RALPH  AVENUE  •  BROOKLYN  36,  N.  Y.  •  CL  3-7525 


Another  and  equally  important 
characteristic  of  the  metal  com¬ 
mercial  awning  is  its  permanent  or 
semi-permanent  quality,  elimina¬ 
ting  the  need  for  frequent  replace¬ 
ment — the  nuisance  and  expense 
that  in  the  past  discouraged  so 
many  potential  awning  buyers.  To¬ 
day’s  awning  can  be  said  to  be 
a  functional  part  of  any  building 
on  which  it  is  in.stalled. 

Metal  awnings  are  permanent 
{Continued  on  Page  82) 


DISTRIBUTORS 

DEALERS 


Sell  the  new  Pilgrim  2-Lite  Interchongeoble  Storm 
Door.  Comet  to  you  complete  or  knocked  down  with 
all  hardware  included.  Mode  from  heavy  63-ST>5 
extruded  aluminum.  Made  by  "PILGRIM"  .  .  .  with 
aver  s  doxen  years  af  experience  and  "knaw-how" 
in  aluminum. 

Mtone,  wire  or  write 


F.  A.  PILGRIM  COMPANY  p. 

1612  Poland  Avenue  ® 

Youngstown,  Ohio  1 2/ 
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Incinerator  Sales  Skyrocket, 
15  Firms  Scramble  Into  Field 

Garba}?e  -  jfobblinjf  incinerators 
are  beinj?  ffobbled  up  by  home- 
owners  at  a  rate  that  may  shortly 
approximate  the  annual  sales  of 
more  than  4,000,000  washinjf  ma¬ 
chines  and  about  6,000,000  refrig¬ 
erators. 

That  forecast  is  based  upon  the 
Wall  Street  JourtmVs  figrures  of  a 
va.st  spurt  in  incinerator  .sales  and 
production  in  such  large  cities  as 
Cleveland,  Detroit,  Chicago,  Tole¬ 
do,  and  Boston. 

In  Cleveland,  for  in.stance  the 
journal  discovered  that  15,000  in¬ 
cinerators  were  marketed  during 
the  fir.st  half  of  1952,  or  double  the 
sales  of  last  year,  and  eight  times 
the  sales  of  two  years  ago. 

Altogether,  .some  15  manufac¬ 
turers  have  .scrambled  into  this 
lucrative  field,  which  is  1 1  more 
than  tho.se  producing  incinerators 
in  1946,  the  journal  .said.  The  in¬ 
door  trush  burners  were  found  to 


range  in  height  up  to  about  three 
feet.  Some  are  barrel  shaped, 
others  look  like  steel  mail  boxes. 

All  have  outlets  into  the  chim¬ 
ney  flue  with  a  trap  door  at  the  top 
through  which  everything  from 
vacuum  cleaner  sweepings  to  ham 
bones  can  be  tossed. 

On  ail  but  one  of  the  current 
models  a  gas  flame  ignites  the 
refuse — one  uses  electricity.  The 
garbage  is  burned  and  ashes  fall 
into  a  receptacle  capable  of  hold¬ 
ing  from  two  to  four  week.s’  resi¬ 
due. 


-SIC 

Commercial  Awnings 

(Continued  from  Page  81) 

and  have  a  strong  .sales  appeal  in 
that  they  eliminate  .seasonal  in¬ 
stallation  and,  at  times,  costly  re¬ 
placement.  That  they  retain  inde¬ 
finitely  their  neatness  and  trim- 
ne.ss  adds  to  this  appeal. 


The  rapid  growth  of  the  chain 
store  and  super  market  offers  an¬ 
other  comparatively  unexplored 
market  for  awnings.  Mass  .selling, 
huge  volume,  rapid  turnover,  small 
profit  —  the.se  characterize  the 
chain  .store  and  super  market  busi¬ 
ness — and  any  means  that  will  re¬ 
duce  maintenance  and  replacement 
cost  is  eagerly  sought  by  manage¬ 
ment  in  this  field.  Chain  store  ex¬ 
ecutives  will  soon  recognize  the 
.sound  investment  features  of  the 
metal  awning.  There  have  al¬ 
ready  been,  in  fact,  a  number  of 
key  installations  throughout  the 
country,  but  the  number  is  still 
small.  The  market  promi.ses  to  ex- 
I)and  rapidly — and  awaits  only  the 
necessary  time  for  observation  of 
the  modern  awning  “in  operation” 
and  the  revision  of  budgets  to  pro¬ 
vide  for  their  purcha.se. 

This  is  considered  to  be  one  of 
the  large.st  and  mo.st  profitable 
potential  markets  for  the  metal 
awning,  and  the  one.  to  date,  which 
has  been  the  lea.<t  exploited. 


CUSTOM  METAL  ROLLING 

and 

HARDWARE  FOR  THE  WINDOW  INDUSTRY 

Glass  Channels 
U  Channels  &  Slides 
Screen  Frames 
Weatherstrips 
Headers  &  Enclosures 
Hardware 

Shapes  to  your  Blue  Prints 

Prompt  Attention  To  All  Requests 

PRICES  AND  SERVICE  A  PRIME  FACTOR 


Distributors  wanted  on  all  metal 
combination  windows  to  work  from 
lineal  feet.  Small  investment. 


AKO  WINDOW  INDUSTRIES 

2134  N.  Harlem  Ave..  Chicago  35.  III. 

Tuiedo  9-3252  —  Phonts  —  Gladstone  3-8060 


BUILDING  SPECIALTIES 

COVERS  ALL  THE  IMPORTANT  SUBJECTS! 

By  subscribing  to  it  you  assure  yourself  of  keeping 
up-to-date  on  the  foUowing:  better  selling  methods, 
installation  techniques,  management  details,  how 
to  sell  particular  specialties,  getting  and  holding 
good  salesmen,  advertising,  new  products,  and 
many  others.  Send  the  coupon  today  I  Only  $3 
a  year. 


BUILDING  SPECIALTIES 

425  Fourth  Avenue,  New  York  16,  N.  Y. 

Please  enter  my  subscription  to  BUILDING 
SPECIALTIES  at  $3.0U  for  one  year. 

□  Bill  me  for  this  amount. 

Q  Enclosed  is  a  check  or  money  order. 

My  Nome . 

Position . 

Company . 

Address . 

City . State . 
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Keturning,  in  conclusion,  to  the 
two  million  retail  outlets  in  this 
country  today,  it  is  estimaterl  that 
1.6  awnings  per  store  are  requirt^d, 
indicating  a  market  for  1,600,000 
units.  The  installation  cost  per  unit 
is  an  approximate  $250.00.  A  little 
arithmetic  provides  an  answer  of  a 
staggering  $400,000,000  as  a  po¬ 
tential  e.xisting  market. 

So  the  future  for  the  modern 
awning  business  could  not  be 
brighter.  Sales  figures  for  various 
types  of  awnings,  jjlus  the  increas¬ 
ing  number  of  manufacturers  en¬ 
tering  the  field,  reveal  clearly  that 
haiid.some  profits  are  being  made 
— and  will  continue  to  be  made  for 
a  long  time  to  come. 


Attic  Fans 

{ConthuH'd  from  Page  .’ll)) 
When  a  fan  is  installed  in  a 
plenum  chamber,  prefabricated 
plenum  chambers  will  usually  meet 
the  requirements  of  the  in.stallation. 
They  are  normally  the  product  of 
careful  design  and  engineering  on 
the  part  of  a  responsible  manu¬ 
facturer.  Plenum  chambers  should 
be  constructed  of  sound-deadening 
materials  supported  on  a  skeleton 
wooden  frame. 

It  is  best  to  l(x*ate  the  fan  one 
wheel  diameter  from  the  intake 
grille  .so  that  it  is  invisible  from 
below  and  .so  that  fan  noise  is 
minimized.  If  sound-deadening  ma¬ 
terial  is  provided  between  the  fan 
ca.sing  and  the  plenum  chamber, 
a  canvas  throat  is  not  needed. 
Ot herwi.se,  the  connection  between 
the  plenum  chamber  and  the  fan 
ca.sing  should  be  No.  10  canvas 
and  not  le.ss  than  six  inches  long. 

The  top  of  the  jilenum  chamber 
may  be  horizontal  or  may  sloj)e 
down  from  the  fan.  However,  the  | 
cro.ss  .section  should  not  be  reduced  1 
.so  much  that  it  causes  resistance  | 
to  air  flow.  j 

VV'hen  an  automatic  shutter  is 
in.stalled  over  the  ceiling  otxning, 
the  vanes  should  turn  toward  the 
fan — in  the  same  direction  as  the 
air  flow. 

(Continued  on  Page  84) 
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Thp  Triple  te/ "Slays  Sold 

We  ask  you  honestly  —  Compare  STO-A-CO  triple  track  com¬ 
bination  and  doors  with  any  other  combination  on  the  market. 
Compare  STO-A-CO  for  appearance  and  style  —  for  smooth, 
permanent  trouble-free  TRIPLE  TRACK  operation.  Compare 
them  any  way  you'd  like.  STO-A-CO  products  are  built  to  stay 
sold  —  that's  why  more  and  more  smart  home  owners  are 
turning  to  STO-A-CO.  Every  demonstration  proves  their  suoer- 
ior  quality. 

ASSEMBLY  PLANTS  STRATEGICALLY  LOCATED 
To  Give  Prompt  EHicient  Service 

Distributorthip  Inquiries  Invited  ’ 

"Umr  fOK  INf  WEAIHII  TO  lASr  KMIVBI" 

POST  OfPICf  BOX  *r  PhoM:  Woyland  24S1  OH'® 


PENNSYLVANIA 


NEW  JERSEY 


DELAWARE 


MARYLAND 


WASHINGTDN,  D.  C. 


YOU’RE  WANTED... 

by  thousands  of 
customers  in 
these  states  .  .  . 
who  want  STO.A.CO 
TRIPLE  TRACK  all¬ 
aluminum  combination 
windows  and  doors. 

FOR  information  WRTPf  US 
VISIT  OUR  PLANT  IN 
PHILADELPHIA 


Oyer  S7  Yeors  Sirring  fho  Building  Teadm 


moRT^ 


4th  &  GIRARD  AVE. 
PHILADELPHIA  23 


...  if  you're  a  DISTRIBUTOR 
of  combination  ALUMINUM 

STORM  &  SCREEN  DOORS 
...  or  have  ambitions  to  become 
one  .  . .  or  want  a  BETTER  DEAL 
...  or  a  BEHER  PRODUCT  to 
help  you  SELL  easier  ...  or 

BEHER  SERVICE  you 
can  BANK  on  . . . 


WEYL  &  GAHAGAN 


KENBERN  ALUMINUM  PRODUCTS 

6640  HAMILTON  AVCNUE 

PITTSBURGH  6,  PA 

EMERSON  1-7007 


courtesy  Jones  tS*  Brown,  Inc. 

Photo  at  left  shows  o  group  of  slum  houses  declared  unfit  for  human  habitation  in 
Durham,  N.  C.  After  a  complete  remodeling  job  the  contractor,  Durham  Construction  Co., 
resided  all  the  homes  with  brick  type  insulating  siding  (right  hand  photo). 

North  Carolina  Contractor  Restores  37 
Snb-standard  Homes  With  Insulating  Siding 


ONE  of  the  most  amazing  home 
transformations  ever  accom¬ 
plished  took  place  recently  in  Dur¬ 
ham,  North  Carolina.  A  group  of 
37  two  and  three  family  houses, 
occupied  by  colored  families,  was 
declared  sub  standard  and  unfit 
for  human  habitation.  It  was  at 
first  thought  that  they  would  have 
to  be  removed  entirely.  But  the 
enterprising  Durham  Construction 
Company  undertook  an  ambitious 
contract  to  completely  remodel  the 
group. 

Durham  Construction  discovered 
that  all  the  houses  lacked  bath¬ 
rooms,  gas  and  electricity.  Four¬ 
teen  families  were  supplied  by  a 
single  one-inch  water  line.  There 
was  no  foundation  or  underpin¬ 
ning,  and  the  floors  and  walls 
were  in  terrible  condition.  In  ad- 


Attic  Fans 

(Continued  from  Page  83) 

The  fan  case  should  be  mounted 
either  on  rubber  pads,  springs,  or 
on  a  sound  isolating  pad.  The  ple¬ 
num  chamber  should  be  as  air 
tight  as  possible  to  obtain  the  full 
benefit  of  the  fan  capacity. 

Fans  which  discharge  vertically 
are  either  installed  on  the  attic 
or  in  pt'nthou.se  or  cupolas  on 
buildings  with  flat  roofs  and  no 
attic  space.  No  plenum  chamber 
is  required,  because  the  fan  is 
mounted  directly  over  the  ceiling 


dition,  the  only  heat  available  came 
from  outmoded  oil  or  coal  stoves. 

The  construction  company  went 
to  work.  After  building  founda¬ 
tions  under  all  the  homes,  replac¬ 
ing  the  old  floors  and  walls  with 
new’  and  installing  a  complete 
forced  warm  air  heating  plant, 
new  bathrooms,  individual  3  4- 
inch  water  lines,  and  electricity, 
the  final  step  for  beauty  was 
taken.  Interior  and  exterior  wood 
work  and  trim  were  painted,  and 
all  outside  walls  were  improved 
w'ith  brick  type  insulating  siding. 

The  striking  change  in  appear¬ 
ance  in  the.se  homes  can  be  seen 
in  the  accompanying  photographs. 
And  the  insulating  siding  will 
prove  to  be  a  “Life  Saver  in  fuel 
.savings  and  comfort,  as  well  as 
in  beauty!” 


opening.  A  sound  isolating  medium 
should  be  placed  between  the  fan 
and  the  supporting  frame.  An  au¬ 
tomatic  shutter,  a  manually  oper¬ 
ated  shutter,  flap),  trapdoor,  or 
such,  is  generally  employed  to 
clo.se  the  ceiling  openings  when 
the  fan  is  not  operating. 

For  maximum  convenience,  two- 
speed  motors  and  automatic  timers 
to  stop  the  fan  at  a  predetermined 
time  are  desirable. 

The  actual  steps  to  be  followed 
in  in.stalling  the  attic  fan,  in  addi¬ 
tion  to  locating  it  and  the  neces¬ 
sary  discharge,  depend  on  the  par- 
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ticular  type  of  job.  Becau.se  the 
vertical  di.scharpre  unit,  mounted 
directly  over  the  ceiling  openinj?, 
is  very  frequently  u.sed,  we  will 
jfive  in  detail  the  procedure  to  be 
followed  in  that  particular  tyi)e 
of  installation. 

Lay  Out  Opening: 

First,  lay  out  the  ceiliuK  open¬ 
ing,  Mark  out  the  position  of  the 
opening  in  the  ceiling,  being  sure 
to  check  in  the  attic  above  to  make 
certain  that  nothing  there  will  in¬ 
terfere  with  the  fan.  Carefully 
determine  whether  there  is  enough 
space  from  the  top  of  the  ceiling 
joists  to  accomodate  the  fan  and  j 
make  installation  possible.  By  driv-  | 
ing  nails  into  the  corners  of  the  | 
laidout  ceiling  opening,  whether  ! 
the  space  is  clear  in  the  attic  can  ' 
be  easily  determined. 

Cut  out  the  joists  cro.ssing  the 
opening,  but  allow  room  for  the 
inside  framing  for  the  opening. 
Frame  the  intended  opening  be-  ; 
fore  cutting  through  the  ceiling.  ' 
The  joi.st  .sections  that  have  been  | 
removed  can  be  used  for  the  fram-  I 
ing.  i 

i 

Tack  Ceiling  1’la.ster 

Tack  the  ceiling  pla.ster  to  the 
frame.  This  will  hold  the  plaster 
firmly  in  iwsition  when  cutting 
through  the  ceiling.  Care  should 
be  taken  not  to  chip  or  crack  the 
|)la.ster  outside  of  the  intended  i 
opening.  Using  a  keyhole  saw  to 
.start,  cut  the  lath  or  plaster  board  ; 
along  the  line  flush  with  the  in¬ 
side  of  the  framing.  Then  u.se  a 
hand  .saw  to  complete  the  cut.  Saw  I 
carefully  .so  as  not  to  break  the 
pla.ster  back  from  the  opening. 

Following  this  .step,  frame  the 
top  of  the  joists  to  provide  a  re.st- 
ing  place  for  the  fan  cone.  The 
fan,  a.s.sembled  completely  or  in 
enough  .sections  to  pass  through 
the  opening  and  minimize  actual 
work  in  the  attic,  may  now  be 
passed  up  through  the  opening. 

Place  the  cone  on  the  frame.  Do 
not  draw  the  bolts  too  tightly  at 
first,  but  tighten  after  the  bridge 
has  been  set.  If  detached,  set  the 


ELLWOOn 


The 

ALUMINUM 

COMBINATION 

DOOR 

THAT  WILL  BUILD 
YOUR  SALES  VOLUME 

The  best  qualify,  finest 
engineered  door  in  the  trade. 

•k  Heavy  Corner  Construction 
Top  Quality  Latch 
•k  Super  Heavy  Kick  Panel 
k  Storm  King  Door  Check 
k  Quick  Change  from  Glass  to  Screen 


k  Double  Locked  Inserts 
k  Simple  Bottom  Adjustment 
k  Stainless  Steel  Hinges 
k  Aluminum  Screen  Wire 
k  Competitively  Priced 


Your  salesmen  can't  miss  with  the  Ellwood  Door  ...  it  has 
everything  their  customers  want,  dozens  of  sale-closing  fea¬ 
tures.  Also  ask  about  our  NEW  ONE-LIGHT  DOOR  with  the 
super  lock  and  extra  rigid  insert.  Use  the  Coupon,  or  Phone. 


MAIL  THE  COUPON  TODAY 


THE 

ELLWOOD 

ALUMINUM  DOOR  CO.,  INC. 

Ellwood  City,  Penno. 


Phone  2755 


bridge  a.s.sembly  in  place  over  the 
cone.  At  this  time  make  sure  that 
the  noise-reducing  isolators  are 
properly  placed.  F'inally,  fasten  the 
cone  .securely  into  jiosition  and 
finish  tightening  all  bolts. 

The  motor  may  now  be  mounted 
in  place,  if  .separate,  and  the  drive 
belt  adjusted  according  to  spec¬ 
ifications.  When  this  has  been 
(lone,  see  to  it  that  the  fan  blades 
are  in  position. 

In.stall  the  wall  switch  and  timer. 


if  desired  by  the  homeowner.  KUh;- 
trical  installation  should  conform 
with  local  codes  and,  if  nece.ssary, 
include  breaker  switches  and  fire- 
impeding  features,  such  as  ther¬ 
mally  operated  shutter  closers,  and 
the  like. 

The  last  step  in  the  installation 
procedure  calls  for  the  .shutters  to 
be  mounted,  together  with  trim. 
Then  demon.strate  the  fan  to  the 
homeowner  .so  that  the  o|M-ration 
of  the  fan  is  clearly  understood. 
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\  CIRCLE  HEAD 

\  AND 

j  SQUARE  DOOR 


by  Curvalum 


graal  n*w>  for  avary  wida^waka 
daalar.  Curvalum  Doori,  tha  doort  that  contit* 
tanlly  produca  talat  and  maan  troubla-fraa  in* 
(tallation  and  larvica  ara  naw  gaarad  (or  highar 
production. 

Curvalum  i<  happy  to  raport  that  our  naw 
and  largar  plant  i>  now  in  (ull>(wing  production 
—  and  our  (amouc  ona-piaca  original  Circia  Haad 
Door  and  cturdy,  dapandoble  Squora  Doort  ara 
now  rolling  off  tha  ouambly  lina. 

Writa  ui  today  for  complato  information 
about  our  complota  aluminum  lino; 

Circlo  Hood  and  Squora  Doort, 

(craan  porchat  and  aolariumi. 

A  FEW  DEAlERSHIfS  OPEN  IN  LARGE  AREAS. 


Redwood  Windows 

(Continued  from  Page  32) 

Having'  examined  the  benefits  of- 
:  fered  by  redwood  sash,  the  next 
step  is  to  inspect  product  design 
and  manufacture.  Basically,  most 
wooden  combination  doors  are 
either  handmade  or  production-line 
,  jobs,  and  there  are  two  schools 
of  thought  on  the  merits  of  each 
manufacturing  method.  It  .seems 
,  logical  to  assume,  however,  that  a 
I  manufacturer  with  extensive  mill- 
work  experience  will,  through  pro¬ 
duction  practices  that  include  strict 
;  adherence  to  tolerances  through- 
'  out  manufacture,  j)roduce  windows 
:  with  far  greater  uniformity  of  con¬ 
struction.  Obviously,  such  uniform¬ 
ity  materially  reduces  inventory 
:  problems  for  di.stributors  and  deal- 
i  ers.  It  also  produces  a  I)etter-fitting 
j  .sash. 


.4ccepted  Design 


CURVALUM  DOOR  MANUFACTURING  CO. 

15  PROSPECT  STREET,  HEWLETT,  L,  I.,  N.  Y. 


CLASSIFIED  ADS  BRING  RESULTS! 

Need  a  sales  manager  or  solesman?  Want  installation  contractors?  Looking  for 
a  position  in  the  field?  Have  a  business  to  sell?  For  any  of  a  dozen  needs,  place 
your  classified  ad  in  BUILDING  SPECIALTIES!  H  really  brings  results! 

Low  rotes  ore  os  follows: 

25c  per  word  with  a  minimum  charge  of  $5. 

3  months  at  20c  per  word,  per  insertion. 

Send  Your  Ad  with  Check  or  Money  Order  to 
CLASSIFIED  DEPARTMENT 

BUILDING  SPECIALTIES 

425  Fourth  Avenue  New  York  16,  N.  Y. 


TO  SUBSCRIBERS  DESIRING  CHANGE  OF  ADDRESS 

Plecise  report  change  of  address  direct  to  BUILDING  SPECIALTIES, 
425  Fourth  Ave.,  New  York  16,  N.  Y.,  allowing  FIVE  WEEKS  before 
change  is  to  take  effect.  (Be  sure  to  send  irour  old  address  together  with 
new  address.)  (Eopies  that  have  been  mailed  to  an  old  address  will  not 
be  forwarded  b'y  the  Post  Office  unless  extra  postage  is  sent  to  the 
P.  O.  by  the  subscriber.  Avoid  such  expense  and  make  sure  of  getting 
your  copies  promptly  by  nofif'ying  this  publication  FIVE  WEEKS  IN 
ADVANCE. 


As  for  the  de-sign  it.self,  the  mo.st 
univer.sally  accepted  wood  .«torm 
.sash  unit  is  the  overlap  or  lip  type 
I  of  in.stallation.  Usually  this  is  com- 
;  posed  of  a  frame,  ujLjx^r  and  lower 
I  sash  sections  and  a  screen  section 
j  which  is  interchangeable.  A  fac- 
I  tory-  a.s.sembled  unit,  complete  with 
i  hardware,  provides  lowest  co.st  in¬ 
.stallation  and  for  easiest  handling 
in  and  out  of  stock.  Tn  some  in¬ 
stances,  a  triple  track  window  fea¬ 
turing  the  “.self-storing”  principle 
is  available.  Generally  speaking,  no 
paint  or  varnish  is  required  for 
redwood  combination  sash  as  the 
.sash  are  usually  toxic  treated.  On 
the  other  hand,  sa.sh  can  be  painted 
to  match  hou.se  trim  by  applying  a 
.sealer  after  which  ordinary  primer 
and  finish  coat  may  be  applied. 

While  either  metal  or  wood  .sash 
must  be  proi)erly  maintained  to 
secure  maximum  service,  investi¬ 
gation  shows  that  the  life  of  wood 
sa.sh  when  maintenance  is  neglect¬ 
ed  is  longer,  naturally,  than  that 
of  other  types  under  the  same  con¬ 
ditions.  The  large.st  item  in  win¬ 
dow  maintenance  is  usually  paint¬ 
ing,  yet  with  ordinary  upkeep. 


September,  1952 


87 


wood  windows  have  been  known 
to  survive  up  to  thirty  years  ser¬ 
vice  in  Kuod  condition. 

The  .second  hitjhe.st  maintenance 
item  is  usually  glazing.  In  this  re¬ 
spect,  wood  windows  are  le.'S  ex¬ 
pensive  to  maintain,  becau.se  they 
are  less  subject  to  glass  breakage 
due  to  expansion  and  contraction 
of  frames  in  tem|)erature  extremes. 
In  addition,  other  types  of  .sash  are 
less  adaptable  to  distortion  caused 
by  the  normal  .settling  process  of  a 
-structure.  If  wood  sash  are  too 
tight  or  too  loose,  refitting  is  easily 
accomplished  by  simple  adjust¬ 
ment. 

Will  Not  Warp 

Properly  designed  and  con.struct- 
ed  .sash  made  of  kiln-dried  material 
and  correctl}-  maintained  will  not 
warp.  Sash  of  other  material  does 
not  warp  as  such,  but  common 
longitudinal  expansion  results  in 
buckling  of  .sash  members  and  the 
results  are  much  the  same. 

For  tho.se  intere.sted  in  promot¬ 
ing  combination  .sash,  it  might  be 
advantageous  to  review  the  advan¬ 
tages  of  combination  windows  to 
the  ultimate  cu.stomer.  Fir.st  of  all, 
combination  windows  reduce  the 
amount  of  cold  air  leaking  into  a 
house  and  increa.se  the  tempera¬ 
ture  of  glass  in  ordinary  single 
windows,  p'or  example,  a  small 
window’s  temperature  would  be 
rai.sed  from  18  F.  to  41"  F.  when  i 
|)rotected  by  a  tightly-in.stalled 
combination  sash.  Naturally,  a 
warmer  window  surface  reduces 
heat  loss  from  the  building  itself,  i 
In  addition,  .storm  .sash  reduces  ' 
condensation  of  moisture  and  for-  i 
mation  of  fro.st  on  gla.ss  surfaces,  j 
and  decreases  the  temperature  of  ; 
cold  air  moving  down  the  window  ; 
surface  to  the  floor. 

In  sum.  actual  fuel  savings  when  ; 
storm  sash  is  installed  range  from 
20  per  cent  to  .33  1/3  per  cent.  This  I 
in  turn  reduces  heating  require-  | 
ments.  Further  benefits  of  storm 
.sash  include  reduction  of  street  : 
noises  .  .  .  elimination  of  rattling  ' 
(Continued  mi  Page  88)  | 


SECURITY^,  ^ 

J„rPA.  * 

ypp) 

"^CASEMENT 

STORM  SASH 

Outside  “Huiged"  Style... 

Permanently  installed,  extruded  alu¬ 
minum  Storm  Sash  opens  and  closes 
with  windows  and  are  hinged  for  easy 
and  quick  cleaning.  Perfect  double 
glass  insulation  is  assured  with  refrig¬ 
erator  door-type  weatherstripping 
around  storm  sash  and  vent.  Reduced 
condensation  eliminates  unnecessary 
painting  and  repairs  Fits  both  Old 
and  New  Style  Casement  windows. 
All  hardware  is  solid  brass  and  plated. 

AVAILABLE  . .  .  extruded  aluminum 
Combination  Basement  Storm  Sash! 


Inside  ‘‘Ventilator"  Style...  |{ 

Safely  and  easily  put  up  or  taken 
down  from  inside  room,  extruded  alu¬ 
minum  Storm  Sash  reduces  condensa¬ 
tion  to  minimum,  provides  draft-free 
ventilation.  Window  swing  sections 
can  be  opened  and  closed  with  storm 
sash  or  screen  in  place.  Easily  in¬ 
stalled  without  removing  locking 
handles  or  window  operators.  Both 
storm  sash  and  ventilator  are  sealed 
all  around  with  rubber  gasket.  Will 
not  interfere  with  curtains  or  drapes. 

Plastic  sealed  glass  easily  replaced. 

DEALERS:  Write,  Wire  or  Telephone  for 
Samples,  Literature  and  Price  Lists  .  .  . 


SINCE 

1920 


METAL  WINDOW  PRODUCTS  CO. 


Telephone  TOwnsend  8-4585 

385  Midland  kn.  •  Detriit  3,  Mickifan 


Make  Double  the  Money  with  the 
KAUFMANN  PLAN  OF  MERCHANDISING 
COMBINATION  DOORS  AND  WINDOWS 

A  pljti  carefully  designed  to  give  you  two  adratt-  |  ^ 
tages:  ( 1 1  you  make  addiliottal  profits  hy  selling  the  I 
most  complete  line  of  aluminum  comhinaiiots  win-  j  ' 
dous  and  doors  in  America,  and  (2)  it  provides  rf, 
prot  en  way  for  you  to  make  a  manufacturing  piofit, 
to  ecfuip  a  plant  and  become  an  indepenslent  manu¬ 
facturer,  ^ 

Write  for  the  Kaufmann  Plan 

KAUFMANN  COMPANY 

17210  CABLE  •  DETROIT  12,  MICHIGAN 
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...  silicone  masonry  water  repellent 
year  'round  business 
OFFERS  and 

^  healthy  profits 

to  alert  sales  organizations 

Individual  homes,  apartments,  schools,  factories,  churches,  office  and  public 
buildings  all  require  C^RYSTAL  protection  to  keep  walls  dry,  preserve  tuck- 
|sointing,  present  staining  efflorescence,  etc.  CRYSTAL,  original  silicone  invisible 
masonry  water  repellent,  provides  advantages  offered  by  no  other  material. 

The  Wurdack  (Chemical  Co.,  manufacturers  of  CRYSTAL,  pioneered  and  de- 
velo|>ed  silicone  masonry  water  rejudlents.  It  holds  U.  S.  Patent  No.  2,574,168 
covering  exclusive  rights  to  the  application  of  silicone  water  repellents  to 
masonry.  Only  products  licensed  under  this  patent  may  he  applied.  (^RYS7'AL 
has  been  used  with  acclaimed  success  on  many  of  the  most  famous  structures, 
both  private  and  national,  in  America.  Specified  by  leading  architects,  it  may  be 
applied  all  year  'round— even  in  freezing  weather. 

CiLT  INTO  THIS  FILLO  . . .  We  are  interested,  now,  in  franchising  organizations 
equipped  to  sell  w  aterprcHtfing  jobs,  and  to  arrange,  with  our  help,  in  getting 
them  done.  Ki'e  train  >our  sales  force,  give  you  full  patent  pr<»tection.  We  fur¬ 
nish  ('RYS  TAl.  at  lowest  distributor  prices.  Profit  pevssibilities  are  excellent  both 
for  hard  selling  organizations  able  to  finance  their  own  work  and  for  their 


Famous 


Shower  Enclosures 


Cash  in  on  the  skyrocketing  demand  for 
more  beautiful,  more  practical  bath¬ 
rooms!  Permolume  shower  enclosures  fit 
any  bathtub,  any  size  shower  opening. 


Installation?  Simplel 

Fast  and  fool-proof  installation  is  o  cinch! 
Tub  enclosures  instoll  with  S-18  Mastic  we 
provide  —  no  drilling  on  tub  or  wall,  no 
special  equipment  or  mechanical  know-how 
needed! 


They're  priced  to  sell  to  every  home- 
owner,  regardless  of  budget,  and 
there's  a  generous  discount  for  you! 


Of  AMCmCA 


f/9  Stft.  N.  I. 


Write  rvow  for  details! 


Redwood  Windows 

(Continmd  from  Page  87) 

primary  or  inside  windows  . . .  and 
more  effective  control  of  humidity. 
Further,  efficiently  installed  sash 
keep  out  dirt,  soot  and  dust,  thereby 
reducing  houaecleaning  efforts  and 
expenses. 

Direct  promotion  of  combination 
windows  should  include  newspaper 
advertising,  exhibits  at  fairs  and 
home  shows  and  use  of  a  coupon 
plan.  Dealers  or  distributors  should 
advertise  weekly.  Experiences  of 
others  show  that  25  per  cent  of 
anticipated  business  will  result 
from  advertising.  Most  manufac¬ 
turers  make  advertising  aids  avail¬ 
able  with  which  attractive  and 
effective  ads  may  be  prepared. 

Exhibition  at  county  fairs  and 
home  and  garden  shows  also  se¬ 
cures  good  prospects.  For  this  pur¬ 
pose,  no  standard  display  is  recom¬ 
mended,  although  any  units  used 
for  display  purpo.ses  should  be  kept 
in  excellent  condition  with  back¬ 
ground  painted  to  set  off  sa.sh  to 
best  advantage. 

Many  dealers  also  use  photos  of 
local  installations  to  build  up  sales 
intere.st.  Don’t  overlook  the  coupon 
plan  as  a  source  for  inquiries:  un¬ 
der  this  plan,  a  customer  is  given 
a  commission  for  any  leads  that 
result  in  sa.sh  installations. 

Finally,  all  sales  personnel  .should 
b<^  made  to  realize  that  because 
combination  windows  are  used 
throughout  the  year,  there  is  a  year 
’round  market  for  them.  Even 
though  isales  figures  show  that 
maximum  volume  usually  is 
reached  in  thq  Spring  and  Fall,  ag¬ 
gressive  merchandising  and  sales 
promotion  methods  will  result  in  a 
good  percentage  of  sales  during 
v'hat  would  be  called  the  “off” 
season. 


More  and  More  Dealers 
ore  Selling  Gloss  Jolousies 
Read  why  in  the 
October 
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Schunacher'$ 

brand-new, 

grand-selling 

mmnY 

COMBINATION  WINDOW 


Just  what  the  dealer  ordered  ...  a  combination  window  with  plenty 
of  extra  features  .  .  .  extras  that  don't  cost  extra.  Check  'em 
yourself: 

•  Made  of  certified  clear  kiln-dried  Redwood. 

•  Factory-assembled,  complete  with  cadmium  plated 
hardware. 

•  Fits  any  standard  opening  —  no  planing  or  trimming 
needed. 

•  Easy,  low-cost  installation. 

•  Competitively  priced  .  .  .  but  built  in  the  tradition  of 
Schumacher's  top  quality  .  .  .  backed  by  over  60  years' 
experience. 

•  Self-storing  feature  available  on  request. 

Add  to  these  features  Schumacher's  usually  fast  delivery  PLUS  the 
availability  of  high  quality  Schumacher  combination  doors  .  .  .  and 
you  have  the  hottest  story  in  the  combination  window  business. 

Write  for  complete  details.  Ad¬ 
dress  Dept.  S  for  full  particulars 
on  EVER-REDDY. 


F.  E.  SCHUMACHER 


NirKilli.  Okii 


Resurf  acers 

(Continued  from  Page  29) 

latinjr  and  fireproofing  component. 

Some  compound  formulae.s  in¬ 
clude  silicon,  described  as  “an  in¬ 
destructible  chemical”  to  afford  ad¬ 
ditional  water-repellent  qualities. 

Pigments 

Pigments,  of  course,  give  the 
compound  its  color.  It  is  available 
in  pure  white,  and,  from  some  man¬ 
ufacturers,  in  as  many  as  10  or 
more  attractive  decorator’s  colors. 
A  few  suppliers  provide  any  color 
desired  to  special  advance  order. 

Asbestos-ma.stic  resurfacers  are 
said  to  bond  perfectly  with  any 
surface.  This  includes  frame,  .shin¬ 
gles,  brick,  stucco,  concrete  blocks, 
iron,  mill  steel,  galvanized  iron, 
copper,  aluminum,  plaster  board, 
fibre  board,  glass.  It  dries  to  a 
beautiful,  soft-appearing,  armor¬ 
like  finish  of  unusual  thickness, 
e(iui valent  to  from  10  to  20  coats  of 
house  paint.  Its  “life  expectancy” 
is  said  to  be  between  l.o  a!ul  20 
years. 

Sprayed-On 

Manufacturers  ship  the  resur- 
facer  in  a  consi.stency  suitable 
for  pre.ssure  spraying  only,  and  ad- 
vi.se  that  no  thinner  Ix'  added  as 
this  reduces  the  effectivene.ss  of  the 
elasticity  and  “bridging  action” 
when  dry.  The  mastic  compound  is 
applied  to  surfaces  by  high  pres¬ 
sure  spray  equipment. 

One  drum  (o.o  gallons — 625 
pounds)  is  advi.sed  by  one  company 
as  .sufficient  for  approximately  1,- 
125  to  5,500  square  feet  on  mo.st 
flat  .surfaces,  as  one  gallon  will 
cover  approximately  75  to  100 
.square  feet  of  surface  outlasting 
regular  paint  three  to  one.  How¬ 
ever,  each  manufacturer’s  figures 
on  coverage  vary,  .some  being 
greater  and  some  less  than  tho.se 
mentioned  above. 

Dealers  can  appi’oach  homeown¬ 
ers  w'ith  the  literal  promise  that  old 
sidewalls  will  look  like  new.  The 
asbestos-ma.stic  compound  is  not 


nailed  on  top  of  old  sidewalls,  but 
actually  fused  with  them  by  pres¬ 
sure.  In  addition,  the  resurfacer 
doesn’t  conceal  a  wall’s  original  ar¬ 
chitectural  line;  iiustead  it  coats 
the  surface  with  a  protective,  beau¬ 
tifying  armor  that  is  soft  in  ap- 
p(*arance,  but  as  enduring  as  the 
imperishable  minerals  and  materi¬ 
als  from  which  it  is  made. 

Homes  or  buildings  resurfaced 
in  this  manner,  akso  provide  new 
comfort.  Heat  is  retained  inside 


(luring  the  winter,  and  outside  heat 
repelled  during  the  summer.  The* 
resurfacer  also  penetrates  all  pores 
and  fills  air  holes,  cracks,  crevices, 
eliminating  drafts.  This  “all-over” 
insulation,  in  other  words,  make  it 
easier  to  maintain  an  even,  health¬ 
ful  indoor  temperature  —  makes 
homes  and  buildings  plea.santer  to 
live  and  work  in  the  year  ’round. 

In  addition,  protecting  and  beau¬ 
tifying  buildings  in  this  new  way 
(Continued  on  Page  90) 
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COMPOUND 

In  any  weather  . .  .  hot,  cold,  wet  or  dry  .  .  .  PARALASTIC 
teals,  insulates,  weatherproofs,  waterproofs  perfectly!  Will 
not  chip,  peel  or  crack. 

IN  ALL  COLORS  I  Aluminum  . . .  Brilliant  White  . . .  Natural 
. . .  Gray  . . .  Green  . .  .  Buff  . . .  Red  .  . .  Black  .  . .  and  in  all 
pastel  shades  to  match  the  new  shake  and  asbestos  colors! 


SOLD  BY  LEADING  JOBBERS 

*ltg.  U.  i.  rat.  Off. 

IT  ISN’T  INSULATED  UNLESS  IT’S  CAULKED 


PARALASTIC  PRODUCTS  CO.  INC. 


122  EAST  42nd  ST.,  NEW  YORK  17,  N.  Y. 


THIS  FALL 


you  will  see  . . 


Bondstone 


n.,;  I  '  i'..i  on 


,  .  .  Nationally  Advertised 

in  Consumer  Magazines! 


Exclusive  territories  open  for  qualified  Dealers! 


Emco  Cement  Products,  Inc. 
Shomokin,  Po. 


'  Resurfacers 

{Contimu’d  from  Page  89) 

can  be  said  to  be  a  “once  in  a  life¬ 
time”  job — for  the  new  texture  will 
retain  its  Rood  looks  j'ear  after 
year  without  need  of  refinishinp:. 

I  Sales  Points  to  Remember: 

Briefly,  here  are  the  major  sales 
points  to  remember  about  the  as- 
l)estos-mastic  resurfacers. 

1.  Never  needs  gnint — It  pays 
for  itself  in  this  bijr  saving  alone. 

2.  Fire  resistant — It  will  not 
burn;  it  gives  vital  protection  and 
peace  of  mind. 

.9.  Termite-proof — It  halts  the 
I  attack  of  insects,  vermin  and  rot. 

1.  Cats  fuel  bills — It  insulates, 
.seals  all  cracks,  crevices  and  air 
holes. 

5.  (iit!es  lifelong  irear — Its  base 
:  is  asbestos,  the  inde.structible  min¬ 
eral. 

6.  Gives  enduring  beaut g  — 
Homes  and  buildings  stay  new- 
looking,  year  after  year. 

7.  Is  iveather-resistant — It  de¬ 
fies  sun,  rain,  wind,  fog  and  snow. 

8.  Gives  gear  ’round  comfort — 
Homes  and  buildings  are  warmer 
in  the  winter,  cooler  in  the  sum¬ 
mer,  free  from  drafts. 

9.  Blocks  street  noises  —  It 
makes  homes  and  buildings  quietei', 
more  restful. 

10.  Increases  home  and  build¬ 
ing  value — It  makes  a  finer  home 
or  building  to  live  and  work  in, 
easier  to  rent  or  sell. 

I  11.  Prolongs  home  or  building 
life — It  increases  walls’  structural 
!  .strength  for  added  years. 

I  If  Tien  the  Customer  Asks: 

I  What  Will  My  Job  Cost? 

It  will  probably  bo  impossible  to 
,  .set  a  standard  and  fixed  price,  be- 
cau.se  there  are  so  many  variable 
factors  that  enter  into  the  figure. 

!  .Some  surfaces  need  an  extensive 
amount  of  preparation,  others  need 
1  very  little.  Sometimes  it  is  neces- 
.sary  to  replace  split  clapboards  on 
,  the  sidewalls  of  a  hou.se  or  build¬ 
ing,  sometimes  only  a  few  extra 
nails  are  required  to  do  the  job.  Of¬ 
ten  recessing  and  puttying  up  al¬ 
ready  existing  nails  is  sufficient.  If 
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the  house  or  building  is  of  stucco,  j 
it  may  sometimes  be  necessary  to 
remove  loose  and  peeling  paint  by 
wire  brushing  or  sand  blasting. 
Most  stucco  and  concrete  buildings 
ie(juire  S])ecial  sealing  before  the 
mastic  compound  can  be  applied. 
The  surface  may  be  of  any  struc¬ 
tural  material:  it  d<K“sn’t  matter; 
but  the  i)reparatory  work  may  be  | 
slight  or  (piite  involved.  One  manu- 
factui’er  suggests  that  the  average 
cost  of  an  asbe.stos  mastic  job 
.should  be  about  ,$r>(».()0  per  .scpiare, 
exclusive  of  windows  and  trim. 
This  however  is  an  apjuoximate  i 
figure.  Dealers  will  have  to  deter-  j 
mine  co.sts  for  themselves,  allow¬ 
ing  f(U-  the  variables,  and  for  w  age 
ditfei'ences  that  exist  in  various  la¬ 
bor  areas,  distance  from  jobs 
freight  co.sts  to  get  material  to  the  i 
job  site,  etc.,  as  well  as  other  local  ’ 
factoi's.  ' 

Dealer  Costs  for 
Equipment  and  Material 

A  number  of  reports  from  manu¬ 
facturers  indicate  that  .some  va¬ 
riation  exi.sts  in  the  equipment- 
material  cost  area.  Foi‘  example, 
one  company  suggt'sts  that  the  ini-  i 
tial  cost  for  the  dealer  or  applicator 
who  is  intere.sted  in  getting  into 
the  ap|)lication  end  of  the  busine.ss, 
is  $:i, 120.00;  another  $2,698.00.  As 
the  comp)’essor  is  the  one  single 
I)iece  of  e(iuipment  which  costs  the 
most,  listc'd  anywhere  between 
$1,000  and  $2,000,  one  manufac¬ 
turer  .states  that  “mo.st  of  the  deal¬ 
ers  or  api)licator.s  usually  make  a 
deal  with  the  compi  essoi-  company 
on  a  90  day  rental  basi.s.  At  the  end 
of  90  days  they  ap|)ly  the  rental  as 
a  down  payment  on  the  purchase 
price  and  the  balance  is  paid  out  on 
a  monthly  contract.”  It  is  neces- 
.sary,  of  course,  that  the  applicator 
have  a  truck,  ladder,  drop  chdhs, 
hand  tools  and  so  on,  that  are  usu¬ 
ally  used  in  the  painting  and  deco-  j 
rating  business.  There  is  no  inven-  i 
tory  to  carry  unle.s.s  one  is  a  dis-  ; 
tributor.  .As  the  job  is  sold,  tlu*  I 
dealer  orders  the  mateiial  direct  ; 
from  the  distributor  which  is  usu¬ 
ally  delivered  on  the  same  day  or 
the  next  day.  | 


More 
Volume 


We  are  pleased  to  announce  that 
we  now  can  deliver  all  colors, 
as  previously  shown  in  oui 
complete  line. 


eniuKMST 

COMPANY 

manutactvfri  of  pla$tle  Hlo 

2938  West  63rd  Street 
Chicago  29,  Illinois 


GUILDCRtfST 


tori:::.-?  c.„, 


"on,,  „  ""■••'or., 


LL*IIME 

UuMINUM 

TftADI  MAftB 


K.  D.  DEALERS  WANTED 


ALL-TIME  3  TRACK  3  CHANNEL  ALL-EXTRUDED 
COMBINATION  ALUMINUM  WINDOW. 

A  really  trouble-free  triple  track  window.  Easiest  possible  assembly 
and  installation.  Will  outsell  any  competition  on  demonstration. 

All-Time  Mfg.  Co..  Inc.  Canadian  Dealers 

Branch  in  Canada 

293  Park  Street  All-Time  Mfg  Co.  (Ontario)  Ltd. 

New  Britain,  Conn.  30  Richmond  Street  Weit 

Oshawa,  Ontario.  Canada 
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DEALERS 


WANTED 

i 

in 

NEW  ENGLAND  | 

for  * 

ANDERSON 
TRIPLE  TRACK 

COMBINATION  WINDOWS  ; 

Direct  from  Manufacturer 
with  18  YEARS  of 
PRODUCTION  EXPERIENCE 

•II  i 

COMBINATION  WINDOWS  I 
COMBINATION  DOORS 

Alto  Wood  Combination  Windows 


n/i  U  mJnn  (  nn.l if unnn  hn  . 

'  rc.  \Ij  '4  // '  I  (  ntit 

\rlinyfon.  \Ij- 
.\rlin^f"H  S  "*  6  2  -S 


I  N  E  w !  I 

PANEL  MITRED 
ALL-ALUMINUM 

COMBINATION 

STORM  &  SCREEN 

DOOR 

•  Heavy  H-Beam  Construction 
Gussats 

•  Hollow  Mullions 

•  Baantiful  Ribbed  Face 
G  Smooth  Interior 

•  Throe  stainless  half-con¬ 
cealed  hinfes  riveted  to  Z-Bar. 

•  B  Points  of  Attachments  make 

It  Saf  proof _ 

Inavlr*  ter  our  new 

LOW.  LOW  PRICES 

Write  ter  Intermotlen  on  eur 

FULLY  ASSEMBLED  or  K.O.  PLAN 
DISTRIBUTORSHIP  OPEN 

Prompt  dolivory. 

ELAAONT 

S7S  Himpstead  Turnpike,  Elmunt,  N.  Y. 
aeral  Park  4  3B20 


Tension  Screens 

(CotititiHcd  from  Page  33) 

The  screen  openinjj  is  measured 
for  tension  screens  to  the  nearest 
Via"t  and  since  most  mill  work  is 
not  exactly  plumb,  the  screen  man¬ 
ufacturer  automatically  deducts 
'4"  from  the  measured  width.  Sim¬ 
ilarly  the  manufacturer  compen¬ 
sates  for  the  slope  of  the  .sill,  or  for 
off.set  sills,  and  the  adjustable  bot¬ 
tom  bar  is  pushed  tightly  again.st 
the  sill  after  the  .screen  has  been 
placed  under  tension. 

Made  of  corrosion-resi.stant  alu¬ 
minum  alloy,  the  modern  tension 
.screen  never  requires  painting. 

An  expert  installer  of  tension 
screens  lays  out  each  screen  in 
front  of  the  proper  window.  Then 
just  using  a  .screwdriver  he  installs 
ten  .screens  in  eight  minutes.  I^ess 
experienced  workers  take  from 
throe  to  five  minutes  to  install  one 
of  these  .screens,  which  still  repre¬ 
sents  a  very  substantial  savings  in 
labor  as  compared  with  wood  frame 
screens. 

Not  only  do  tension-.screens  rcp- 
re.sent  an  economy  to  the  l)uilder, 
but  they  are  an  added  sales  feature 
for  the  home.  Home  buyers  wel¬ 
come  screens  t’lat  will  never  re¬ 
quire  painting,  and  can’t  rn.st  or 
.stain  the  exterior  walls.  Tension 
screens  are  also  more  attractive; 
and  since  they  have  no  side  frame 
or  center  stile,  they  admit  more 
light. 

In  place  of  aluminum  wire  cloth, 
builders  occasionally  specify  gal¬ 
vanized  wire  for  its  lower  immedi¬ 
ate  co.st.  For  exposed  windows  in 
new  tracts,  and  on  office  and  indus¬ 
trial  buildings,  tension  screens 
made  with  aluminum  .shade  screen¬ 
ing  are  becoming  increasingly  pop¬ 
ular.  This  shade  screening  consists 
of  18  miniature  louvres  to  the 
square  inch,  and  deflects  all  of  the 
rays  of  the  sun  when  the  altitude 
of  the  sun  is  over  38V'2  degrees. 
Even  with  the  sun  on  the  horizon, 
13%  of  the  rays  are  screened  out. 

7 hit  ortfcfe  will  be  eontinuetl  in  the 
October  ittue. 


MANUFACTURERS 

and 

DISTRIBUTORS 


of 


COMBINATIDN  WINDDWS 
Md  DDDRS 


We  have  been  supplying  special 
hardware  for  all  types  of  combina¬ 
tion  windows  and  doors  for  many 
years  and  know  their  problems. 


If  you  have  any  engineering 
problems  on  metal  or  wood  combi¬ 
nation  windows  and  doors  and 
their  small  parts,  call  on  us— NOW/ 


G.  Grant  Metal 
Mfg.  Co. 

75  E  2nd  St. 

Mincola,  L  I.,  N  Y. 

Phone  —  Carden  City  3  3580 


GOLDEN  PROFITS 
for  YOU 

Sett  your  customers  these  profitable  ond 
ottroctive  aluminum  SCROLL-ETTS  which  fit 
any  door  They  will  add  profit  to  every  door 
sole.  Finished  in  GLEAMING  WHITE  inomel 
or  SEMI-POLISHED  ALUMINUM. 

Write  for  Bulletin 
and  Trade  Diteountt 


jL^au.x  ^rt  Crafts 


znis  BHOOAf  I  LI  P  RD 


PlTTSRURf.i 
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Custom  Kitchens  | 

((’dutiiimd  from  Paoe  52) 

splendid  opportunity  for  profit 
Ix'cause  he  supplies  all  the  equip-  j 
nient  and  service  and  at  the  same  j 
time  renders  the  best  service  l)e-  I 
cause  of  his  comprehensive  knovvl-  i 
ed^e  and  experience  in  kitchen  ' 
planniii)^  and  installation.  | 

It  is  a  creative  job — never  doubt  | 
it,  for  there  is  more  to  the  dealer’s 
work  than  merely  j)roviding  a  j 
“good”  installation.  Each  job  is  a  | 
different  one  with  individual  prob-  | 
lems,  for  not  only  is  each  kitchen  ! 
unique,  but  each  customer  is  an  in¬ 
dividual  and  particular  one — and 
the  kitchen  must  be  fitted  to  the 
needs  of  that  particular  housewife 
and  the  special  needs  of  hei‘  family.  ’ 

Furthermore,  the  ecpiipment  may  j 
be  fairly  standard,  but  the  finislu'd 
job  must  give  the  appearance  of  a  j 
custom  job  built  especially  for  a  j 
particular  installation.  This  is  spe-  : 
cifically  the  dealer’s  business —  j 
though  the  manufacturer,  antici-  1 
pating  his  problems  and  appreciat-  | 
ing  his  difficulties,  is  there  to  help  | 
him.  For  example,  many  manufac-  | 
turers  provide  fdler  strips  to  fill  | 
empty  spaces  not  covered  by  cab-  ! 
inets,  and  a  few  also  provide  con-  j 
tinuous  cabinet  and  sink  tops  to 
give  a  smooth,  unified  appearance 
to  a  cabinet  row. 

What  about  the  building  spe-  t 
cialty  dealer  who  is  considering  the  I 
custom  kitchen  field?  Are  his  j 
chances  of  success  good?  The  an-  j 
swer  is  yes.  The  building  specialty  j 
dealer  is  ideally  suited.  He  already  | 
knows  how  to  sell  successfully  to 
the  home  owner,  and  already  pos-  i 
.sesses  a  sales  and  installation  staff  i 
who  will,  in  most  cases,  require 
very  little  training  to  do  a  good  job. 

The  dealer’s  start  may  Ik*  a  small 
one,  with  a  modest  investment  if  i 
he  chooses,  for  he  may  want  tv)  i 
.sound  out  the  po.ssibilities  of  this 
field.  On  the  other  hand,  many  deal¬ 
ers  have  invested  considerable 
sums  of  money  at  the  .start  and  i 
soon  turn  the  busine.ss  into  a  highly 
profitable  one.  ' 


Beyond  Our  Wildest  Dreams . . . 

We  knew  the  New  Quincy  Tripl-Glide  Aluminum  Window 
would  be  good,  but  frankly,  we  never  dreamed  it  would 
be  so  ENTHUSIASTICALLY  received.  To  give  our  present 
distributors  the  service  they  have  learned  to  expect,  we've 
had  to  call  a  halt  on  placing  new  distributorships. 

HESS  MANUFACTURING  COMPANY 

Quincy,  Pennsylvania 


(To  be  continued  in  the  October  istue.) 
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New  Products 

(Co)itinuecl  from  Page  44) 

Company.  This  instructive  booklet 
describes  the  uses  and  application 
of  this  silicone  development — how- 
porous  exterior  masonry  surfaces 
can  be  successfully  treated  so  that 
they  are  completely  water  repel¬ 
lent. 

Highlighted  in  the  literature  is 
a  section  devoted  to  the  control  and 
elimination  of  effluore.scence,  a 
common,  unsightly  condition  affect¬ 
ing  many  masonry  structures.  A 
free  coj)y  of  this  informative  bro¬ 
chure  is  available  upon  request. 


SELL  QUALITY 


Here’s  a  proven,  fast-sellinK 
product,  embodyinK  modern 
utility,  beauty  and  durability, 

irs  A  REAL  Profit-maktr! 

Capture  your  share  of  this 
new,  irrowinK,  profitable  mar¬ 
ket  ..  . 

EVERY  BUILDING  Ntw  or  Old 
IS  A  prospect: 

•  Obvious  Beauty 

•  Certified  Quality 

•  Easier  Operation 

•  Longer  Life 

•  Greater  Efficiency 

•  Proven  Economy 

BIG  DISCOUNTS  for  Doalort! 


70eAdien^^iet» 


GLASS  JALOUSIE 

WINDOWS  &  DOORS 


New  Auto-Lok  Awning 
Window  For  Schools 

The  first  window  ever  designed 
specifically  for  schools  and  answer¬ 
ing  all  the  requirements  for  a  “per¬ 
fect”  school  window  has  been  in¬ 
troduced  by  the  Ludman  Coriiora- 
tion,  Miami,  Fla. 

Similar  in  all  respects  to  the 
famous  Auto-Lok  Awning  Wijidow, 
this  new  window  features  a  mod¬ 
ern  push-out  vent  operation  that 
makes  it  particularly  practical  for 
institutions.  A  rigid  bar  is  u.sed  to 
open  the  window  instead  of  the 
standard  roto-tyi)e  operator,  and 
the  operation  is  patterned  after  the 
bar-d(K)r  or  fire  door  principle. 


Future  Products  Inc.  Box  66  Sta.  A 
St.  Petersburg,  Florida 

Name  . 

Company  . 

Street  . . 


GET  ALL  THE  FACTS! 

Write  today  for  complete  lit¬ 
erature  and  prices.  Send  13.60 
for  full  sice  Demonstrator. 
Prompt  reply  and  strictest 
confidence  assured. 


because  sales  are  easy 
and  the  profit  margin  is 
excellent  with  the 


September,  1952 
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principle,  all  projection  bars  or 
arm  supports  become  unnecessary, 
and  with  their  elimination,  the 
modern  lines  of  the  school  buildinjj 
are  not  broken  by  protruding  parts 
of  the  hardware.  Also  noteworthy 
is  the  fact  that  this  window  is  simi¬ 
lar  to  the  Auto-Lok  in  that  no 
j)oles  are  needed  to  open  the  top 
vents.  The  bottom  vent,  with  the 
push-bar,  controls  the  openintr  of 
all  vents.  When  the  window  is 
closed  all  vents  are  automatically 
locked  and  the  lK)ttom  vent  is  .se¬ 
cured  against  prowlers  and  van¬ 
dals  by  a  patented  center  locking 
latch.  This  provides  extra  protec¬ 
tion,  and  extra  weather-tightne.ss 
for  the  window. 


B.  S.  Reporter 

{Continued  from  Page  54) 

Sherman  Hotel  in  Chicago.  At  this 
meeting  the  distributors  and  deal¬ 
ers  will  be  introduce<l  to  their  new 
advertising  agency.  Erwin-Wa.sey 
of  Los  Angeles,  and  plans  will  be 
di.scus.sed  for  future  marketing 
methods. 

Formed  three  years  ago,  the  Sun 
V'^ertikal  Blind  Company  has  now 
expanded  to  the  point  where  dis¬ 
tributors  and  dealers  are  in  all  48 
states,  Alaska,  Canada  and  Mexico. 
For  the  first  time  this  comiiany 
will  engage  in  a  strong  consumer 
advertising  program  for  the  year 
1958. 

«  «  * 


Blondiord  Appointed 
By  Jones  &  Brown,  Inc. 

Jones  &  Brown,  Inc.  has  an¬ 
nounced  the  appointment  of  F'rank 
Blandford  as  Eastern  Division 
Sales  Manager  of  Pittsburgh  Inter- 
kK-k  plastic  wall  tile.  Gem  Tile  and 
Inselbric  insulating  sidings.  Jones 
&  Brown,  Inc.  is  national  distribu¬ 
tor  for  all  three  products,  Mr. 
Blandford  was  formerly  Jones  & 
Brown  k^ield  Representative  at 
Buffalo,  New  York.  In  his  capacity 
he  will  operate  out  of  the  k^liza- 
beth.  New  Jersey  office. 


CORNER  GRILLES 
The  One  Size  One  Model  Grille 
For  Any  Door  or  More  Wide 

CORNER  GRILLES  can  be  used  in  many  dif¬ 
ferent  combinations  of  graceful  designs. 
CORNER  GRILLES  are  available  in  pairs  or 
sets  of  four. 

CORNER  GRILLES  can  be  installed  on  any 
make  aluminum  or  wood  door  on  the  market. 
CORNER  GRILLES  have  the  same  hand 
burnished  finish  as  all  OEC-O-GRILLES. 
CORNER  GRILLES  are  made  of  the  finest 
63ST5  tempered  aluminum. 

CORNER  GRILLES  are  all  extruded  aluminum. 
CORNER  GRILLES  need  no  clips  for  attach¬ 
ment  as  the  outside  edge  is  made  with  Vi  x  Vi 
angle. 

Size:  14’/2"  X  25". 

Packed  24  to  a  carton. 

•  80  new — different  designs  to  fit  ill  sizes  and  makes  of  doors! 

•  Every  design  constructed  of  the  finest  extruded  aluminum! 

•  Immediate  delivery  of  stock  designs — any  quantity! 

•  Custom  designs  to  order! 

DEC  -  0  -  GRILLES,  INC. 

470  Pork  PI.  Long  Beach,  N.  Y. 

Phone:  Long  Beach  6-0118 — 1644 
SEND  FOR  YOUR 
FREE  SAMPLE  and 

illustrated  catalogue 

TODAY 


COMPARI  WITH 
ALL  OTHERS.  •• 


A  REAL  SALES  OPPORTUNITY  FOR  LIVE  DEALERS! 
WATERPROOF  .  FIREPROOF  •  EASY  TO  APPLY 

Be  sure  it's  tfenuine 
HASTINGS  Alumitile 


NEW  MARBELIZED  FINISH 

Truly  a  masHTpircr  of  mrtal  tile  craftsman 
.ship  l^  thi*  nrw  ‘’marble**  fininh  alumtlile. 
now  ak.iiialile  in  Irautiful,  non  fading  colors 
—  a  worthy  adilition  to  the  famtius  HAST¬ 
INGS  line  of  metal  atrl  plastic  wall  faiing. 
Durable,  versatile  alumttilr  in  plain  colors 
and  marblf  etTect.s  is  made  of  sturdy  aircraft 
alunitntim  ,  won’t  chip.  peel.  craLk  or 
eornwie. 

-  WRITE  TODAY!  - 


METAL  THE  PRODUCTS,  INC. 

Dept.  907,  Hostinps,  Michigori  i 

Send  me  information  on  o/umifi/e.  i 

I  qm  a  Deoler,  Q  Distributor,  Q  Con*  i 

tractor,  [_]  Architect.  . 

Addrsii - -  -  —  . -  I 

Cify _ _ _ Sfof#„.  -  _  I 

! _ I 
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BUILDING  SPEQALTIES 


A 

A.  &  B.  MIk.  Co .  72 

Ace  InduMtrieti  Company .  58 

Acme  Window  ConditioninK  C'o .  92 

Adama  Aaaociatea,  Inc.,  Frank  K .  74 

Adama  EngineerinK  ('o .  10 

Air  Maater  Co .  49 

Alco  Window  Induatriea .  82 

All-Time  Mfg.  Co..  Inc .  91 

Aluma  Kraft  Mfg.  Co .  53 

Alumatic  Corp.  of  America. . Bark  Cover 

Alumidor  Mfg.  Co .  31 

Aluminum  Fabricating  Co.  of 

I'ittaburgh  .  51 

Aluminum  SpecialtieH  Co .  67 

Andrea  Mfg.  t'orp .  55 

Arlite  Induatriea,  Inc .  22 

Arrow  Metal  I’rodurta  Corp .  2 

Awnair  ('orporation  of  .America....  97 

B 

BAG  Salea  Co .  93 

Barnhart  Co.,  The  A.  W .  .»0 

Beaux  Art  Crafts .  92 

itonnell  Mfg.  Co.,  The .  38 

Building  Specialties  .  82 

C 

Calbar  Faint  &  Varnish  Co .  79 

Campbell  Sash  Works,  The .  71 

Carboxite  Frotectivr  Coatings,  Inc...  19 

Charles  Mfg.  Co .  II 

Childers  Mfg.  Co .  70 

Clearview  Louver  Window  Co .  23 

Corson  Mfg.  Co.,  Ben .  8 

Compo  Mircale  Products  Co .  30 

Curvalum  Door  Mfg.  Co .  86 

1) 

Dec-O-Grilles,  Inc .  95 

Dewatex  Mfg.  Co .  9 

Ducan-Morria  Co.  .  71 

Dustite  Products  Co .  66 

K 

Ed.  Shapiro,  Inc .  70 

Elmont  Mfg.  Co .  92 

Ellwood  Aluminum  Co.,  Inc., 

The  .  85 

Emco  Cement  Products,  Inc .  90 

F 

Feather-Lite  Mfg.  Co .  64 

Federal  Screen  &  Sash  Co .  30 

Fire^Lite  Alarms .  80 

Future  Products,  Inc .  94 

G 

Grant  Metal  Mfg.  Co .  92 

Guildcrest  Co.,  The .  91 

H 

Hess  Manufacturing  Co .  93 

Hutch  Manufacturing  ('o .  60 

J 

Jamaica  Sash  &  Door  Co .  79 

Jasco  Aluminum  Products  Corp .  66 

Jenniper  Aluminum  Products.  Inc _  67 

Jerith  Mfg.  Co .  66 

K 

Kaufman  Company  .  87 

Kenitex  Corporation  .  37 


Kessler  Products  Co .  58 

Keystone  Alloys  Co .  74 

L 

Ludman  Corp . 47-48 

M 

McDermott  .Metals  Company .  70 

.Metal  Tile  Products,  Inc .  95 

.Moloney  Company,  The . 42-43 

Mort  Company  .  83 

N 

Nash  .Manufacturing  Co .  94 

.National  Heather  Stone,  Inc .  6 

O 

Ohio  Can  &  Crow  n  Co .  31 

Old  Quaker  Paint  t'o.,  Inc .  27 

Orchard  Bros.,  Inc .  20 

P 

Paralastic  Products  Co .  90 

Peerless  Grille  Co .  84 

Pilgrim  Company,  F.  A .  81 

Pro-Tect-L'-Jalousie  Corp .  15 

Protectalum,  Inc .  57 

K 

Kedco  Sales  Co .  24 

Ke-Nu-It  Corp . 59 

Bex  ('orporation.  The .  78 

Bex  Windows  .  68 

Bologlass  Equipment  Co.,  Inc .  50 

Booling,  .Siding  &  Duilding 

Specialties  Manual  .  62 

S 

Schumacher  Company,  The  F.  E .  89  | 

Seal-Tested  Coatings,  Inc .  4 

Security  Metal  Window  Products  Co..  87 

Shower  Door  of  America .  88 

Steelcraft  Mfg.  Co .  7 

Stewart  Window  Co .  56 

Storm  Windows  of  Aluminum,  Inc.. .  83 

.Sun-Sash  Company  .  16 

Superior  Window  Co .  12 

T 

Trade  M  inds  Motorfans,  Inc .  76 

Trip-Lex .  81 

U 

Union  Aluminum  Co.,  Inc .  61 

I'niversal  Fabricators  .  13 

V 

V-Seal  Corporation  .  80 

Verilex  Sales  Corp .  65 

Vulcan  .Metal  Products  Co .  75 

W 

Warner  Mfg.  Corporation .  73 

Weather- W’ise  Windows,  Inc .  14 

Werner  Co.,  Inc.,  B.  D . 66,  72 

Weyl-(tahagan  .  84 

M  ilson  Mfg.  Co..  L.  S .  69 

Winstrom  Manufacturing  Co .  70 

Winsulite  Mfg.  Co .  63 

Win-Sum  Window  (?orp .  78 

Winter  Seal  Corporation .  77 

M'urdock  (Jhemical  Co .  88 

Y 

Youngstown  Industries,  Inc .  3 


CLASSIFIED  ADVERTISING 

Ulutor  thU  beading  claseiiled  adTertlMineaU 
are  accepted  at  the  uniiorm  rote  ol  25  cents 
a  word,  but  no  advertUement  token  tor  less 
than  20  words  with  a  minimum  charge  ot 
$5.00;  3  months  ot  20c  per  word  per  insertion. 
Check  or  Money  Order  must  accompany  copy 
of  Classitied  Ad.  Advertisements  soliciting  deal¬ 
ers  or  distributors,  or  new  products  tor  sale,  not 
accepted  in  classitied  section.  Address  all  com¬ 
munications  to  Classitied  Department  BUILD¬ 
ING  SPEaALTlES,  425  Fourth  Avenue,  New 
York  16,  N.  Y. 


HELP  WANTED 


WAM  KD  SALEbMKN  TO  scU  Venetian  blinds. 
OocmI  «>i>portunity,  manufacturer  will  tram  you  and 
equip  you  with  samples  and  sales  data.  New  York, 
New  Jersey,  Connecticut  and  Pennsylvania  tern- 
tones.  Write  Box  367,  Building  Specialties,  423 
Fourth  Avc.,  New  Y'ork  16,  N.  Y. 


-MANAtiKR  KOK  ALUMINUM  Window  and  Door 
wholesale  distributor.  Executive.  Knowledge  and 
experience  combination  window  business.  Good 
opportunity  with  growing  concern.  Write  Box  366, 
Building  Specialties,  423  Fourth  Ave.,  New  York 
10.  N.  V. 


W'E  ARE  INTERESTED  m  hiring  a  competent 
experienced  sales  manager  to  handle  our  retail 
storm  window  and  door  business  on  a  salary  plus 
override  basis.  We  now  have  a  sales  force  but  are 
anxious  to  have  same  increased.  Well  known  and 
reputable  established  concern.  Write  Box  364,  Build¬ 
ing  Specialties,  423  Fourth  Ave.,  New  York  16. 
N.  V. 


SEVFIRAL  WINDOW  AND  door  installers  to  in¬ 
stall  in  Northern  New  Jersey  area.  Write  Box  No. 
365,  Uuilding  Specialties,  425  F'ourth  Ave.,  New 
York  16,  N.  Y. 


SALES  HEU»  WANTED 


tJNE  OF'  TilE  major  producers  of  extruded  flexi¬ 
ble  splines,  glaring  channels,  weatherstrips,  etc. 
wishes  to  appoint  sales  reps.  I'erritories  other  than 
New  England  and  New  York  open.  Prefer  men 
who  are  now  calling  on  window  and  screen  manu 
facturers.  Write  at  once  to  Box  368.  Building 
Specialties,  425  Fourth  Avc.,  New  York  16,  N.  Y. 


MISCELLANEOUS 


SACRIFICING  OUR  MANUFACTURING  plant 
in  order  to  change  climate.  Now  producing  outside 
blinds,  glass  jalousies,  aluminum  screens  and  awn¬ 
ings.  Air-o-Blind  Metal  Awning  Co.,  2v50  Summet 
Ave.,  Memphis,  Tenn. 


WANTED— EXPERIENCED,  SUCCESSFUL  In 
sulation  Salesman  to  qualify  as  Sales  Manager  for 
old  established  Insulation  brm.  Must  have  good 
character  and  reputation.  Nice  state  in  which  to 
live.  Permanent  Job.  Write  Box  363,  c/o  Building 
Specialties,  425  Fourth  Ave.,  New  York  16,  N.  Y. 

READ  EVERY  MONTH 
BUILDING  SPECIALTIES 
$3.00  PER  YEAR 


f«n 


JUST  look  at  the  sales  features  of  AWNAIR  — the  only 
aluminum  awning  with  adjustable  louvers!  Here’s  a  year  'round 
proposition,  for  year  ’round  profits  ...  an  industry  that’s  growing  by 
leaps  and  bounds  ...  a  product  that’s  way  ahead  of  its  field  in 
design,  durability,  beauty  .  .  .  yet  is  priced  in  line  with  its  market 
...  a  market  that  includes  not  only  homes,  but  commercial 
buildings  of  all  types  .  .  .  Add  it  all  up:  NO  WONDFIR  AWNAIR 
DEALERS  AND  DISTRIBUTORS  CLOSE  MOST  OF  THEIR 
LEADS!  That's  why  your  name  should  be  in  big  black  letters 
under  the  AWNAIR  advertisement!  So  get  with  it  — now! 


Awnair  Corporation  of  Amorica 


Gentlaman: 

Send  m*  complete  delalli  on  lelling  AWNAIR.  I  am  a 
Q  dittributor,  Q  deoler. 


NAME-. 


ADDRESS 


STATE. 


\\ 


Here's  a 


I'^COMBINATION 

^  ^  TUAx/e  A  lAfiAiAirni 


THAFS  A  WINNER! 


AlUMATIC  CORPORATION  OF  AMERICA 
20S1  S.  S6th  Milwauk**  14,  WUcontin 

Qgick  —  mor«  dttoilt  on  1*3  comblnotion! 

Firm  . 

Addross 

City  . Zeno .  Stoto 


1  up  with  the  opau  *' 

_^AimrTtir  ROYAL  /At*'m€UiC 

Aluminum  combination  door.  .  .  olummum  combination  windows... 
offers  more  quality  for  less  money!  finest  triple  tracks  on  the  market! 


Aluminum  Combination  Door 

Can  be  sold  to  homeowners  $,^1 
as  low  as 

(plus  installation) 

MOST  COMPETITIVE  ON  THE  MARKET 


A/U-moBc 

aluminum  combination  windows 
More  features  than  any  other  window! 

•  Inierlockin);  meeting  rail! 

•  Sliding  screen  provides  outside  access! 

•  S-track  construction 

•  Fasily  removable  sash 

•  Fasy  to  demonstrate 


ONE  PRICE  FOR  ANY  STANDARD  SIZE! 


We’ll  be  here  tomorrow  to  bcKk  up  what  we  tell  today! 


Fvery  homeowner  is  a  "set-up"  when 
your  men  arc  equip|secl  with  this 
terrific  1-2  punch  —  and  helieve  us, 
it  works!  Send  today  for  complete 
details  —  provide  your  salesmen 
with  this  musclc-|x>wer  for  oisening 
doors  and  making  sales! 


See  our  booth  at 
the  NERSICA  sho 
in  San  Francisco 
October  27-28-29 


BS-9-52 


